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Here’s one of the most unusual Personal Accident 
contracts ever offered: “across the board” limits up to 
$100,000 for Accidental Death, Dismemberment, Loss of 
Sight, Loss of Speech or Hearing. The policy may be 
written either individually or on a group basis. In addi- 


tion, the policy can also be written on an all-accident, 








annual round-the-clock basis as well as for business and 
pleasure travel only. 


Truly competitive rates, broad coverage and limits 











high enough for every need combine to make this a 








policy designed for easy sales. Make it a point to call 


today for rates and underwriting details. 


[Ilinois R.B. Jones Ine. 


REPRESENTING 


Lloyds London 


@ 


175 W. Jackson Blvd., Chicago 4, Ill. 
WAbash 2-8544 - C. Reid Cloon, Pres. 


1401 Peachtree St. N. E., Atlanta, Ga. « Emerson 2584 
William E. Lersch, Vice-President 


612 GARY NAT'L. BANK BLDG. 
GARY, INDIANA * TUrner 6-9231 





THURSDAY, AUGUST 16, 1956 











WITH NO PROHIBITED 





backed by $42,000,000 in assets with $15,000,000 in U. S. Funds 


PLUS FEATURE S:: _Inaddition, to aid you in writing more business, we offer: 


1. STANDARD U.S. LANGUAGE POLICY 


The latest bureau form in concise, understandable 
language. 


2. FAST, COMPETITIVE QUOTATIONS 


As managing underwriters we can quote immedi- 





ately by ‘phone or return mail. 


3. FAST CLAIM PAYMENT 


All claims paid from our Denver office. No long 
delays or foreign correspendence. 





4. NO PROHIBITED LIST 


Primary or excess coverage available on ANY risk. 





Call, Write or Wire NOW for com- 
plete details. Get the facts so you 





get that extra business! 


TELEPHONE AMhurst 6-1358 TELETYPE DN 5245S + CABLE: CENTWRITER 
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N. Y. Health Survey Home Shows Midyear Retaliatory Order 
Unit Topheavy With Underwriting Loss; Bars Kentucky Agents 


Blue Cross Friends 


Staff's Background, Plus 
Wording of Questionnaire, 
Generates Speculation 


By ROBERT B. MITCHELL 


NEW YORK—The “fact-finding” for 
the New York legislature’s broad study 
of health insurance coverage in the 
state, reported briefly in last week’s 
issue, is being conducted by a staff 
decidedly topheavy with staunch sup- 
porters of Blue Cross and Blue Shield. 
This group, the Columbia university 
school of public health and administra- 
tive medicine, is the same one that 
last winter almost succeeded in selling 
a Blue Cross-Blue Shield plan for state 
employes to the same legislative com- 
mittee that now has engaged the school 
for the fact-finding job covering all 
residents of the state. 


Project directors are Dr. Ray E. 
Trussell, executive head of the school, 
and Dr. E. Dwight Barnett, faculty 
member. Project administrator is 
Frank Van Dyke. All are unquestioned 
adherents of the Blue Cross-Blue 
Shield plan of operation. The most 
vigorous partisan is Dr. Barnett, for- 
merly of the Michigan Blue Cross, who 
has strongly opposed regular insurers 
ina number of legislative hassels. The 
staff has sent out questionnaires to 11 
insurers doing the bulk of the health 
insurance business in the state. Similar 
questions were asked of non-profit 
prepayment plans and answers have 
been received from some. 

I have looked over the questionnaire 
sent to the companies and it is ob- 
viously going to give them some trou- 
ble because many questions are so 

(CONTINUED ON PAGE 29) 








Assets, Surplus Up 


On a consolidated basis the net prem- 
ium income of Home and Home In- 
demnity dur - 
ing the first six 
months was $125,- 
050,478, an in- 
crease of $47,553,- 
169 over the first 


six months last 
year, Kenneth E. 
Black, __ president, 


said in his midyear 
report of the com- 
panies. 

Combined un- 
derwriting results 
for the first half 
year showed a loss of $5,406,947, com- 
pared with an underwriting profit of 
$156,417 last year. Unearned premium 
reserves of the companies increased 
$10,903,036 to total $210,691,936. Com- 
bined net investment income was $6,- 
858,187, compared with $6,437,101. 
Combined assets increased to $537,897,- 
268 from $525,033,607. Policyholders’ 
surplus increased to $258,195,941 from 
$249,851,950. 

Operations of Home were substanti- 
ally affected by the high fire losses 
in the U. S. which, in the first six 
months, increased 10.1% over the same 
period of 1955. At the end of the first 
half year, Home had an underwriting 
loss of $3,848,256 compared with an 
underwriting loss of $654,469 tor the 
similar period in 1955. Since Dec. 31, 
Home’s unearned premium reserve in- 
creased $8,473,819. 

Net premium income of Home In- 
demnity increased 13% to total $20,- 
609,491 compared with $18,224,189. 
Underwriting operations of Home In- 
demnity, reflecting the increased loss 
ratios in the major classes of casualty 
business, showed a loss of $1,558,682 
compared with an underwriting profit 
of $810,886. Since Dec. 31, Home In- 
demnity’s unearned premium reserve 
increased $2,429,217 to total $21,099,- 
591. 

During the period dividends aggre- 
gating $4 million, equivalent to $1 a 
share, were paid to stockholders. 





Kenneth E. Black 


from Indiana 


Kentucky agents were barred from 
soliciting the sale of insurance in In- 
diana last week in a retaliatory order 
issued by Commissioner Davey of In- 
diana. 

The order does not apply to life 
and A&S business and was issued ac- 
cording to Mr. Davey as a result of a 
May 18 directive by the Kentucky de- 
partment applying the same restric- 
tions to Indiana agents operating in 
that state. Indiana laws make such 
retaliation compulsory. 

The restriction applies in spite of 
any broker’s license that may have 
been previously issued to Kentucky 
agents, and each policy covering sub- 
jects of insurance located or to be per- 
formed in Indiana by Kentucky agents 
must be countersigned by an Indiana 
agent who must receive and retain at 
least 50% of the commission if the 
writing Kentucky agent holds a non- 
resident Indiana license or 100% if he 
has no such license. The countersign- 
ing requirement applies to any policy 
or bond required to be filed with and 
approved by the Indiana highway de- 
partment and to any policy or bond or 
incident or pertaining to an operation 
under a contract awarded by the high- 
way department. No part of the com- 
mission in such cases shall be paid to 
any Kentucky agent. 

Commissioner Davey said that in- 
asmuch as the order is issued for re- 
taliation only, it is not intended to be 
an administrative ruling on the right 
of brokers to receive commissions 
from agents or elsewhere. 

The countersignature requirement 
will not apply to life or A&S, as stat- 
ed, and also excepts title insurance; 
reinsurance contracts; surplus lines; 
policies covering rolling stock, vessels, 
or aircraft of a common carrier in in- 
terstate commerce, or any vehicle 
principally garaged and used in any 
state other than Indiana; policies cov- 
ering only any property in course of 
transportation interstate and cover- 
ing any liability or risk incident there- 
to, and policies covering only ocean 
marine risks. 





Independent broker is important cog in New 
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Late News Bulletins... 
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Hurricane Season Opens with Threat 


Betsy, described as a small, destructive hurricane, hit Puerto Rico early 
this week and headed for Florida. However, at midweek the threat to the Flori- 
da coast had passed and the hurricane was veering north with the possibility 
it would not strike the American mainland. The damage in Puerto Rico was 
estimated at as much as $10 million, but American insurers did not believe 
their liability would be great. Extended coverage is written in Puerto Rico by 
U. S. companies, but pretty cautiously. General Adjustment Bureau was asked 
to furnish adjusters by a few of its companies for work in Puerto Rico but 
was holding up decision at midweek to see if Betsy hit the mainland. 

Agents, companies and adjusters were alert to the possibilities of Betsy. They 
are better prepared to meet catastrophes like the 1950 cyclone in the northeast, 
which cost insurers $200 million, hurricane Carol in 1954, which cost them 
$300 million, and the northeast floods in 1955 resulting from hurricanes Connie 


and Diane, which cost 


them more than $25 million. . 
(More Late News Bulletins on Page 40) 
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‘Stockholm’ Granted 
Liability Limits 
in Sea Disaster 


Steamship Lines Make 
Statements, Legal 
Action Taking Shape 


Swedish-American Line, owners of 
the motor-ship Stockholm, has been 
granted a limitation of liability in ac- 
cordance with international proce- 
dures by Judge Walsh of New York 
tederal court. 

This was one of the first court acts 
to arise after the Stockholm filed a 
petition which blamed the Andrea 
Doria, owned by the Italian Line, for 





Story on Italian Line claim on Page 
32. 





the collision July 25 which left the 
Stockholm with a badly damaged bow 
and the Andrea Doria under 200 feet 
of water off Nantucket lightship. 

The Stockholm owners asked, in 
their petition, that the Stockholm be 
exonerated of blame in the collision, 
but in the event that it was not, the 
steamship line sought that the liability 
limitation of American statutes or un- 
der the Brussels Convention of 1924 
be applied. Limitation under American 
law would be about $1,080,000, based 
on the gross tonnage of the 12,165-ton 
Stockholm. 

The owners of the Stockholm, in the 
petition, placed a value of $3,021,655 
on the ship and freight. This figure is 
based on $3,907,422 as the value of the 
ship in sound running condition and 
the smallest bid, $995,000, which was 
given to repair the Stockholm. The bid 
amount, plus additional losses or dam- 
age to ship stores as a result of the 
collision, would be deducted from the 
sound value to give the current value 
of the ship. 

. . . 

The Swedish American Line placed 
with the court a stipulation—similar 
to a bond—for $3,904,233, which fore- 
stalled the plans of the owners of the 
Andrea Doria to arrest the Stockholm 
as a guarantee of possible damages. 
Each company has said it plans to sue 
the other for losses. 

Both ship companies have given the 
public their versions of the collision. 
The Swedish American Line stated 
that there was no fog, but that there 
was a haze over the ocean at the time 
of the collision. 

The petition goes on to say that the 
sea was moderate, there was little 
wind, the moon was shining, and visi- 
bility was good. The Stockholm’s mast- 
head lights and side lights were lit 
and burning brightly. The radar was 
operating perfectly, the petition stated. 
At that time the radar echo of the ves- 
sel which proved to be the Andrea 
Doria was bearing on the port bow of 
the Stockholm, at a distance of about 
10 miles. Continued observations 
showed the Doria was proceeding on a 
course to the left, or port of the course 
of the Stockholm, and that on such 

(CONTINUED ON PAGE 32) 





HeNATIONAL UNDERWRITER 





August 16, 19% 





Piers Completed on 
New Mich. Bridge: 
30 Insurers on Risk 


Thirty American insurers and their 
affiliates have underwritten the new- 
ly completed piers of the $100 million 
Mackinac Straits bridge, connecting 
the upper and lower peninsula of 
Michigan. The bridge is scheduled for 
completion in November, 1957. 

All risk physical damage on the 34 
piers, completed last month, was 
placed by J. S. Frelinghuysen Corp. of 
New York on an 80% coinsurance 
basis, with a 2% deductible on each 
pier. The piers cover a distance of 
five miles across the straits and range 
in value from $24,000 to $5 million. 
Each pier has been designed to with- 
stand five times the greatest amount 
of ice pressure ever calculated in a 
laboratory. The bridge itself will with- 
stand wind pressures of 50 pounds per 
square foot. The greatest pressure 
ever recorded in the area was 20 
pounds per square foot. 

The distance of 8,614 feet from an- 
chorage to anchorage makes the bridge 
the longest suspension span in the 
world. The central span from tower 
to tower is 3,800 feet—300 feet longer 
than the span of the George Wash- 
ington bridge. 


Cal. AR Plan Has 11% 


Increase in First Half 


California assigned risk plan had a 
total of 52,010 applications for the six 
month period ending June 30, an in- 
crease of 11% when compared with the 
46,701 applications received during the 
previous year. There were 36,713 new 
policies this year and a total of 35,805 


renewals for a total of 72,518 completed 
assignments, an increase of 8%. 

Of the total new applications, 2,214 
risks were declared ineligible and un- 
der age drivers continued to represent 
the largest percentage of assigned risks. 


Insurers, HHFA to 
Confer on Flood Cover 


Representatives of insurance com- 
pany associations have been invited 
to meet Aug. 21 in Washington, D. C., 
with Housing & Home Finance Agency 
to discuss the program of federal flood 
insurance. A similar meeting will be 
held by HHFA with national organi- 
zations of agents and brokers Aug. 23. 

The new flood law calls for maxi- 
mum utilization of insurance facilities 
and the President has called on the 
business for its fullest cooperation and 
active support. 


NAIB Seeks Broker 


Licensing in Fla. 


Florida insurance department has 
been asked to amend the state licens- 
ing law to allow for the licensing of 
resident and non-resident insurance 
brokers. The request came from Na- 
tional Assn. of Insurance Brokers 
through Roswell C. Dun of Atlanta, a 
director of NAIB, and Edmund T. De- 
laney, counsel of NAIB, at a meeting 
held in Tallahassee called to consider 
recommendations for revisions and 
codification of Florida insurance laws. 

At present Florida makes no pro- 
visions for licensing resident brokers, 
though a non-resident broker can ob- 
tain a non-resident license. 











Dale Jackson, brokerage manager of 
Prudential at Arlington, spoke at the 
Northern Virginia Assn. of Insurance 
Agents luncheon on “Life Insurance 
for Profit.” 
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General Re Exands 
Facultative Unit 
to Multiple Line 


General Re is expanding its faculta- 
tive department into a multiple-line 
operation, cover- 
ing casualty, fire 
and inland marine 
lines. Facultative 
reinsurance of this 
character has pre- 
viously been large- 
ly handled through 
foreign reinsur- 
ance markets. 

The company in- 
itiated casualty 
facultative rein- 
surance in 1954, 
and since then 175 
U.S. and Canadian insurance com- 
panies have made use of the facility. 

Facultative, as opposed to treaty re- 
insurance provided a market for in- 
dividual risks which, because of size, 
type or character of exposure, do not 
fit into the normal reinsurance pro- 
grams of insurance companies. 

The expanded department will be 
supervised by Brice A. Frey Jr., vice- 
president, with Walter J. Hildenbrand 
in immediate charge of fire and inland 
marine operations.. Mr. Hildenbrand 
recently joined the company as assist- 
ant secretary. 

The multiple line facultative de- 
partment will remain entirely separ- 
ate from the company’s treaty opera- 
tions and will serve both treaty and 
non-treaty companies, Edward G. 
Lowry Jr., chairman and chief execu- 
tive officer, stated. 

It will increase the capacity of in- 
surers to expand their services to their 
customers, with all the benefits of ad- 
mitted reinsurance. 





Brice A. Frey Jr. 





Fireman's Fund Offers 
Telephone Answering 
Service Liability Policy 

Fireman’s Fund is offering a tele- 
phone secretarial service liability pol- 
icy which covers negligent acts, errors 
or omissions in the performance of 
services for others in the insured’s 
business as a telephone secretarial 
service. 

The premium for the new policy is 
based upon a rate of $10 per operator, 
and the basic limits are $25,000 per 
claim and $25,000 annual aggregate. 
The policy is on a discovery basis—it 
applies to claims arising out of serv- 
ices performed prior to the termina- 
tion of the policy and which are re- 
ported to Fireman’s Fund while the 
policy is in force. It also applies to 
claims arising after the termination of 
the policy if the insured had given 
written notice to the company of a 
potential claim before the policy term- 
inated. 

The Telephone Secretarial Service 
Liability Policy is written only with a 
deductible of $100 per claim. It will 
not apply to liability assumed by the 
insured under any contract or agree- 
ment; to libel or slander; to any fraud- 
ulent, dishonest or criminal act by 
the insured or any employe of the in- 
sured; or to loss or expense due to 
war or revolution. 





Carolina Casualty 
Names Safety Man 


Carolina Casualty of Burlington, 
N. C., has appointed G. Carlton Alex- 
ander special representative to assist 
in the expansion of facilities in acci- 
dent prevention with truck and bus 
transportation operations. 

Mr. Alexander is former director of 


——— 


safety education of the Georgia de. 
partment of public safety and forme 
director of safety for McLean Truck. 
ing Co. of Winston-Salem, N. C. He 
was also an instructor in the institute 
of public safety at Georgia Institute of 
Technology. He is a holder of the 
Marcus A. Dow memorial award of 
National Safety Council for outstand. 
ing contribution to accident prevention 
in trucking fleets. 





Federation of Insurance 
Counsel to Meet at 
Houston, Aug. 22-24 


Federation of Insurance Counsel] 
will hold its annual meeting, Aug, 29. 
24, at the Shamrock-Hilton hotel ip 
Houston. 

The three-day session will open 
with registration and meetings of of- 
ficers and the board on the first morn- 
ing and swing right into official ses- 
sions that afternoon with an address 
of welcome by Commissioner Saunders 
of the Texas board of commissioners, 

Highlight of the first day’s luncheon 
session will be the presentation of the 
George Henry Tyne award to John A, 
Diemand, president of North America, 
and Mr. Diemand’s speech, “What's 
Ahead for Insurance?” 

The afternoon session on _ policy 
coverages and intent will be moder- 
ated by D. P. Johnston, general coun- 
sel of Traders & General of Dallas, 
and include speeches on “Health & Ac- 
cident” by V. J. Skutt, president of 
Mutual of Omaha; “Fire” by John P. 
Gorman, partner in Clausen, Hirsch 
& Miller of Chicago, and “Underwrit- 
ing Intent” by Norman Risjord, vice- 
president of Employers Re. 

Members of a panel on “Handling 
the Case for the Defendant” include: 
Thomas N. Foynes of Electric Mutual 
Liability, moderator; Robert H. Bowl- 
ing of Southern Farm Bureau Casual- 
ty; William C. Harvin of Baker, Botts 
Andrews & Shepherd of Houston; For- 
est S. Smith of American Fidelity, 
and Newton Gresham of Fulbright, 
Crooker, Freeman, Bates & Jaworski 
of Houston. 

e . - 

A medico-legal panel will be mod- 
erated by Professor Frederick D. Lew- 
is of Drake university. Panel members 
are Dr. J. M. Dougall of Baylor uni- 
versity, Dr. G. W. N. Eggers of Uni- 
versity of Texas, Dr. E. Stanley 
Crawford of Baylor and Dr. Howard 
Turner of Des Moines, Ia. 

The following panel on “Practical 
Aspects of Aircraft Crash Litigation” 
will be moderated by Richard S. 
Maurer of Delta Air Lines. Panel 
members are Peter J. McBreen of 
Aero Associates and Richard W. Gali- 
her of Galiher & Stewart of Washing- 
ton. 

Carrol M. Shanks, president of Pru- 
dential, is the banquet speaker. His 
speech is entitled “Insurance and Its 
Public Relations Problems.” 

The meeting will include a program 
for women and children and numerous 
recreational sessions. 


Wabash F.&C. Opens 
Office at Cleveland 


Floyd L. Dunson has been named 
by Wabash Fire & Casualty as man- 
ager of its new office in the Hanna 
building, Cleveland. This is the first 
branch office for Wabash F.&C. and 
also marks its entrance into Ohio, the 
9th state in which it is licensed. The 
company also operates in Indiana, 
Colorado, Florida, Kentucky, Michi- 
gan, Minnesota, New Mexico and Wy- 
oming. It is authorized in 11 other 
states. 
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COULD BE YOUR 
FAULT THAT 
BILL WENT 


Bu rented a boat—a good one. A storm came up, 
Bill turned over and went down because he had no life preserver. 
Someone had forgotten to put one in the boat. 


Will you let your business clients down because you sold fire and 
liability but no business interruption? Will you sell fire and 
windstorm without additional living expenses or without suggest- 
ing a homeowners policy? 


Full knowledge of coverages can save your client money and 
perhaps all his business. As his insurance agent it’s your obliga- 
tion to recommend for his protection. 


THE AGENCY SYSTEM — AN AMERICAN TRADITION 


FIRE any HOME OFFICE 
a Map, 111 W. Fifth Street, St. Paul 2, Minn. 





EASTERN DEPT. 
90 John Street, New York 38, N. Y. 


NEW ENGLAND DEPT. 
10 Post Office Sq. Boston 9, Mass; 


PACIFIC DEPT. 
= Mills Building, San Francisco 6 


\ Members, American Foreign 
\3 Insurance Association, 
offering world-wide insurance facilities. 











AMERICAN TITLE AND 
INSURANCE COMPANY 


RELIABLE INSURANCE 
COMPANY 


BALOISE FIRE INSURANCE 
COMPANY LIMITED 


EQUITY GENERAL 
INSURANCE CO, 


SWISS NATIONAL INSURANCE 
COMPANY LTD. 


(reinsurance only) 
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W. Va. Agents Hear 
Gillooly, Daenzer 


West Virginia insurance department 
expects to issue comprehensive regu- 
lations dealing with problems arising 
from insurance transactions pertaining 
to credit, Commissioner Gillooly told 
West Virginia Assn. of Insurance 
Agents at their annual meeting at 
White Sulphur Springs. The fields of 
automobile collision, life and A&S were 
specifically mentioned as phases of the 
business which would be affected by 
the new regulations. 

Progress on the insurance code re- 
vision study was outlined. Department 
personnel have been engaged in a re- 
view of the present insurance statutes 
and expect to submit a revised code to 
the next session of the legislature. 

The agents were also told that new 
examinations for fire and casualty 
agents’ licenses were under prepara- 
tion and would soon be put into use. 

The information was told the agents 
during a panel discussion by members 
of the staff of the department, depu- 
ties Louis E. Miller Jr., Troy W. Cox 
and Richard H. Stouffer, and Depart- 
ment Attorney Donald L. Schaffer, in 
addition to Commissioner Gillooly. 

Bernard J. Daenzer, vice-president 
of Security-Connecticut group, called 
for “simplification in the whole block 
movement” in his talk at the first 
general session of the convention. 

“Millions of dollars of production 
are being held up by complexity and 
confusion,” he said, “since the agent 
just does not feel like creating the 
demand if the new product is so tied 
up with red tape that it is costly for 
him to handle and results in a premi- 
um charge which is unreasonably ex- 
cessive for his client.” 

Mr. Daenzer said it would have been 
far better if the industry could have 
started out initially with a basic pat- 
tern of objectives in the commercial 
field: simplified forms for the small 
mercantile risks, reporting forms for 
the medium-sized risks and _ tailored 
packages for corporate giants. “This 
worked out well in the personal lines 
field with a set pattern of homeowners 
packages,” he said. 

He predicted definite improvements 
in the entire block program sometime 
this fall as a result of committees 
which have been working on a simpli- 
fied rating plan which will be more 
attractive to the average merchant. 
“As a result of experience in the 
field and the studies which have been 
made, rules and forms will be com- 
pletely redrafted for both the non- 
reporting blocks and the reporting 
form blocks, and a standardized indus- 
trial property form should emerge. 

Mr. Daenzer called the office con- 
tents form a good example of the new 
simplicity. “This is the only new de- 
velopment where. all of the work has 
been completed and detailed informa- 
tion is available for discussion,” he 
said. 

“The new form offers tremendous 
sales possibilities for selling the all 
risk concept in the commercial field,” 
he said, and listed some of the numer- 
ous “office” prospects in any city. 

Mr. Daenzer outlined the coverages 
and exclusions provided by the office 
contents form and praised the simple 
rate formula. 

He urged agents to “be the first in 
their area to hit office accounts with 
this new product”—suggesting a re- 
view of all present clients who are 


eligible. The sales attack, he 
should be planned to retain all client 
as well as to add new ones in all lines 
In setting up a sales attack, he Sug. 
gested using local “yellow pages” ang 
existing accounts for a direct-mail 
drive. 

“The most important aspect of the 
sales attack, however, is for the agent 
to buy an office contents all risk con. 
tract for himself,” he said. “It’s the 
best way of convincing yourself ang 
your clients of the advantages and low 
cost of the coverage.” 





American Mutual Alliance 
Brief to Question FTC 
Jurisdiction in A&S Ads 


American Mutual Alliance plans to 
file an amicus curiae brief with the 
U.S. circuit court of appeals at New 
Orleans in support of a petition of 
American Hospital & Life of San An- 
tonio, which is asking review of the 
3-2 decision given against it by the 
Federal Trade Commission on April 
24, 1956. 

The brief now being prepared by the 
Alliance’s legal committee and legal 
staff will confine itself entirely to the 
question of the FTC jurisdiction. The 
FTC held in effect that it has juris- 
diction over such insurance company 
practices as it may find unfair or de- 
ceptive, even though there are state 
statutes applicable to such practices, 
The brief contends that Congress has 
power to permit states to regulate in- 
surance, interstate as well as _ intra- 
state. It maintains that Congress, by 
enacting public law 15 has permitted 
the states to regulate insurance, in- 
cluding advertising practices relating 
to the sale of A&S insurance. It con- 
tends that to the extent that state law 
regulates advertising practices and the 
sale of A&S insurance, the FTC has no 
jurisdiction with respect thereto. 

Filing the brief as counsel for Amer- 
ican Mutual Alliance will be: F. J. 
Marryott of Liberty Mutual, C. M. 
Smith of American Manufacturers 
Mutual, L. P. Hemry of American Mu- 
tual Liability, M. L. Landis of Cenfral 
Mutual of Van Wert, J. M. Sweitzer 
of Employers Mutual Liability, J. B. 
Hamilton of Federated Mutual Imple- 
ment & Hardware, J. W. Joanis of 
Hardware Dealers Mutual Fire, M. S. 
Chenault of Iowa Hardware Mutual, 
L. J. Carey of Michigan Mutual Liabil- 
ity, Garl Watkins of Northwestern Mu- 
tual, W. O. Head of Texas Employers’ 
Association, and J. P. Craugh of Utica 
Mutual. 





Pacific Coast Accountants 


to Meet at San Francisco 


Thomas O. Carlson, actuary of Na- 
tonal Bureau of Casualty Underwriters 
and past-president of Casualty Actu- 
arial Society, will address the opening 
session of Pacific Coast Insurance Ac- 
countants Conference at the St. Fran- 
cis hotel, San Francisco, Oct. 23. He 
will speak on “Rate Making, Indepen- 
dence, and Interdependence.” Some 
250 members and guests are expected 
to attend the conference. 

Clyde Marshall, vice-president of 
Aetna, in a speech at a luncheon ses- 
sion will discuss the dilemma which 
insurance companies face with con- 
tinually rising claims and expenses. 





Haidinger-Hayes, Inc., Moves 


Haidinger-Hayes Inc. of Los Angeles 
has moved to larger offices at 3325 
Wilshire Boulevard. One of the unusu- 
al features of the new office is three 
clocks giving Los Angeles, New York, 
and London time. Each of the clocks 
is surrounded by a mural depicting 
suitable scenes from each of the cities. 





Union Bankers of Dallas has been 
licensed in Colorado and will begin 
operations there this week. 
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For the world’s largest glazing project --- 











CALL 
MOhawk 4-1100 
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The Commonwealth Promenade Apartments, 2800 Sheridan Rd., and the 

900 Esplanade Apartments, 900 Lake Shore Drive, Chicago, is the largest 
single glazing job in the world. 

The fact that there are about 10 acres of glass involved is a good indica- 
tion of its size. ini 
We, at American, are extremely proud to be associated with this project. 
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Commonwealth Promenade Apartments 900 Esplanade Apartments 
Mies Van Der Rohe—Architect Mies Van Der Rohe—Architect 
Friedman, Alshuler & Sincere—Associate Architects Friedman, Alschuler & Sincere—Associate Architects 
Herbert Construction Co.—Contractor Herbert Construction Co.—Contractor 
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r...a single door 


» ertican ‘eo .. 


WITH SPEED AND DEPENDABILITY 


Proud as we are to be associated with the project above, we wish to stress that we also give the same 
unequalled service, price and dependability on any job, whether it’s the glazing of a single door lite or the 
largest project in the world. 

In order to improve our sevice even further, we recently had two way radios installed in our fleet of 
service cars and trucks. 

Now it is possible to call our office for a bid and have a radio dispatched car pick up your plans within 
a very short time. 

This constant desire on our part to give you and your clients the best kind of service has been responsible 
for the fact that 90% of our business is repeat. 

We solicit the opportunity to make your assureds satisfied, thereby making easier your job oi 
coverage renewal. 


Normand Beris, President 


(LccatilteaseS Mae, ,, eS Cotenige: Simttetten 


1030°42 NORTH BRANCH STREET: CHICAGO of Commerce 





Members of 


‘Recognition Merited by Our Service’’ 
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Associations of Insurance A gents report: 


Drivotrainer Pays Off in Safety 


ALTNA DRIVOTRAINER 3 





This 8-place tna Drivotrainer installed at Central High School, Oklahoma City, is one of two donated 
by the Oklahoma City Association of Insurance Agents. It is being used both in regular high school classes 
and also to teach adults in night school sessions. 





“Our Association believes it is just as important for the local agent to help 
prevent accidents as it is to pay the claims arising from such accidents,” 
says Stanley D. Whithurst, President of the Oklahoma City Association of 
. Insurance Agents. “The Drivotrainer is an important part of our public 
’ service activities . . .” 

To this,Mr. Dan Hollingsworth, Manager of the Oklahoma City Safety 
Council, adds: “The number of our motor vehicles has doubled in recent 
years. The fact that the city nevertheless has maintained a good safety 
record is due in no small part to groups such as the Association of Insurance 
Agents that furnished our first Drivotrainer units. It is the only way we 
can meet the fast-growing driver training needs in our schools, and every- 
one recognizes and appreciates the fine public service the Association has 
rendered by this contribution.” ’ 
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Public Relations 



































Another tna Drivotrainer, this one a 
15-place installation donated to a local 
high school by the Dearborn, Mich., 
Association of Insurance Agents, has 
been in use for over a year. The Asso- 
ciation feels it effectively combines ac- 
cident prevention and good community 
relations. 


What better way to combine an effective aid to accident control 


with a potent contribution to good public relations! 


Developed as a public service by the A®tna 
Casualty and Surety Company, the Drivo- 
trainer brings “behind-the-wheel” training in- 
to the classroom. Using the same instruments 
and controls found in real automobiles, stu- 
dents meet driving problems shown on a 
motion picture screen at the front of the room. 
Exhaustive research based on actual use has 
brought enthusiastic acceptance from schools 
and safety authorities; and most leading insur- 


AND SURETY COMPANY 


Affiliated with AATNA LIFE INSURANCE COMPANY + STANDARD FIRE INSURANCE COMPANY « Hartford, Conn. 
ALL FORMS OF CASUALTY, BONDING, FIRE AND MARINE PROTECTION 


ance companies now permit substitution of 
Drivotrainer instruction for a substantial part 
of the practice driving required before grant- 
ing automobile insurance rate discounts. 

If your association or local board is interested 
in making a contribution to your schools 
driver training — and at the same time doing 
an outstanding job of public relations, write 
to our Public Education Department for full 
details about the A£tna Drivotrainer. 
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Agents Can Help Lessen Complaints 
on A&S By Proper Selling Technique 


Proper selling could’ eliminate 
many, and perhaps most, of the valid 
complaints which are made to insur- 
ers and insurance departments about 
A&S insurance. If the agent explained 
the policy correctly and made clear 
what it does not do as well as what it 
does, there would be far less misun- 
derstanding among policyholders. This 
is the belief of most insurers and in- 
surance departments. They back this 
belief with breakdowns of reasons for 
complaints and point to where the 
misunderstanding began. 

Among comments and suggestions 
made by insurance commissioners to 
eliminate complaints about A&S one 
department stated that in many cases 
a complaint is technically or legally 
unjustified, but the complainant has, 
nevertheless, misunderstood the ex- 
tent of the protection afforded by his 
policy. Even though a company has 


fulfilled its obligations under a policy 
and even though there has been no 
actual misrepresentation to the pol- 
icyholder of the terms of the policy, 
he may not receive the benefits to 
which he believes he was entitled. 


This misunderstanding could be 
eliminated by the policyholder read- 
ing his policy or by the selling agent 
explaining in detail the provisions of 
the contract. Of course, most people 
do not read their policies. There are 
even people who advocate that policy- 
holders should not read the policies. 

However, as an A&S executive puts 
it, the policies are printed in large 
type, have the simplest possible terms, 
and are designed, under the uniform 
code, to be easily read and understood. 
If the average A&S policy—in which 
there just isn’t any “fine print”—were 
to be compared with a fire, automo- 
bile or life policy, or most of the other 


types of insurance policies, it would 
show a startling simplicity. The A&S 
policy, in comparison, is direct and 
not too difficult to understand. The 
policy is no longer couched in so called 
“legal language.” All A&S policies are 
printed in 10 point type or larger. So, 
the insurer concludes, the policyholder 
could read the policy and understand 
it, in the bargain, without too much 
difficulty. 

Insurance departments believe the 
best way to eliminate or lessen com- 
plaints is to control all advertising 
material and have each complaint in- 
vestigated promptly by competent in- 
vestigators. 

There is a general feeling, which 
has been voiced by some insurance 
commissioners and many times by the 
public press, that A&S is responsible 
for more complaints to insurance de- 
partments than all other types of in- 
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SURETY COMPANY 


One of America’s Oldest Bonding Companies 


Dallas 2, Texas 


YOU ARE MISSING THE BOAT 
IF YOU'RE NOT AN AGENT OF THE 


WESTERN SURETY 


Sioux Falls 
South Dakota 


102 East 9th Street 
Kansas City, 6, Mo. 
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surance combined. This, if one is tp 
use the figures for 1955 of the New 
York insurance department as a cri. 
teria, is just not so. A&S complaints 
in 1955 in that department numbereg 
522, while all complaints totaled ap- 
proximately 3,000. 

Leading the list of reasons for Ags 
complaints in the New York depart. 
ment were pre-existing conditions, 
They totaled 84 out of the 522. 

This reason is closely allied with 
reasons listed by the department as 
“misunderstanding of extent of coy. 
er,” which numbered 53; “misunder- 
standing of policy exclusions,” num- 
bering 23; and “misunderstanding of 
policy conditions,” which amounted to 
32. 

One insurer executive said he be. 
lieves pre-existent conditions cause go 
much grief in the A&S field because 
people do not understand they can no 
more get insurance for a disease that 
already exists than they can go out 
and buy a fire policy after the house 
catches fire. 

For example, he said, he has had 
friends—persons he believes to be at 
least normally intelligent—say to him, 
“My mother has to have an opera- 
tion, where can I get a good hospital 
policy?” This kind of thinking is ludi- 
crous to an insurer, but the insuring 
public apparently feels it is proper— 
or at least not immoral. 

Also adding to the confusion about 
pre-existing condition coverage is 
group A&S which, because of the 
spread of risk, does not exclude pre- 
existing conditions, or bring present 
health into the picture when the risk 
is written. 

This thinking makes it doubly diffi- 
cult for the individual A&S insurer 
to explain to policyholders why pre- 
existing conditions cannot be covered. 

This thinking, too, might also be 
stimulated by the lack of proper sell- 
ing. When a person makes a com- 
plaint about the non-payment of a 
claim, and it is evident that the claim 
is caused by a pre-existent condition, 
there still might be grounds for com- 
plaint, even though the claim can- 
not, by its nature, be paid. 

Most claims are made within the 
first policy year, it has been found. 
Consequently, a pre-existing condition 
complaint would not be valid until the 
two-year absolute incontestable clause 
came into effect. In one state only 
four of 52 complaints involving a pre- 
existing condition or exclusion would 
have been affected by the two-year 
clause. 

The agent must understand what it 
is he is selling when he sells an A&S 
policy. Of course he is trying to make 

(CONTINUED ON PAGE 34) 





CASUALTY POSITIONS 


CASUALTY ACTUARY—Age range 35-40, a 
Fellow in the Society or well advanced in 
examinations. New position in well estab- 
lished company. Will develop an actuarial 
department in multiple line operation. 
STARTING SALARY $14,000. 
METHODS AND PROCEDURES SUPERVISOR 
—age, not over 37. Ideal spot for man 
presently in No. 2 spot desirous of position 
with almost immediate managerial status. 
Should have experience in company with 
well established Methods Department. 
STARTING SALARY $10,000. 


CONFIDENTIAL HANDLING ALL INQUIRIES 
GUARANTEED. 

Large selection of other positions available 

all areas of the country. A postal card or 


letter will bring full information about our 
organization. 


FERGASON PERSONNEL 


330 S. Wells St. Chicago 6, Ill. 
HArrison 7-9040 
Broker for Buying and Selling Agencies 
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SERVING INSURED BETTER 





Account Selling Solves Several 
Serious Problems of the Agent 


Account selling as the solution to the 
serious and inevitable problem in a 
growing agency—of decreasing profit 
and increasing expense—was outlined 
in comprehensive fashion by A. H. 
Criddle of Philadelphia at the Uni- 
versity of Mississippi’s insurance in- 
stitute. 

Practically every agency begins as a 
one man operation, often without cler- 
ical or other assistance, Mr. Criddle 
pointed out. Almost every successful 
agency grows in an incredibly similar 
pattern. The first state of the business 
finds the agent devoting almost all of 
his time to sales effort, with very little 
time required for client service. As he 
succeeds at sales, the client service 
load steadily increases. 

There are losses, changes, renewals, 
revisions and all the other endless de- 
tails that are inherent in the business. 
The agent hires one girl, two girls, a 
young man, and still the work load 
periodically reaches a saturation point. 
More help is needed and usually hired. 
One or more partners may be taken in, 
but inevitably the agency soon again 
comes face to face with the work load 
problem. 

A number of qualified studies have 
been made of agency operation, Mr. 
Criddle continued. One recently showed 
clearly that the law of diminishing re- 
turns begins to operate as agency size 
grows. There is a decreasing percent 
of commission income left over for 
wages of management and profit. In a 
$75,000 agency, the study shows, 44% 
to 63% of commission income goes for 
wages of management and profit, but 
for the $600,000 agency the range has 
dropped to 26% to 52%. Sales and of- 
fice cost per policy shows a corres- 
ponding increase, ranging from $4.45 to 
$6.42 for the $75,000 agency to $10.13 
to $12.50 for one with $600,000 of pre- 
miums. 


Because successful agencies are us- 
ually run by reasonably intelligent 
people, the point is eventually reached 
where management seeks to get off the 
treadmill of adding additional em- 
ployes to cope with increasing work 
load. Normally, the first step is the 
obvious one of trying to improve of- 
fice efficiency through system revi- 
sions, the use of mechanical equipment 
and other procedural changes. This as- 
pect of the problem has received con- 
siderable attention and most agents 
probably accept the principle that ef- 
ficiency is an essential element of 
profitable operation. If the agent has 
not already done so, Mr. Criddle rec- 
ommended that he determine his own 
sales and office costs. In this study of 
expense, he suggested, the agent should 
attempt to establish separately his ap- 
proximate costs in processing (1) a 
policy, (2) an installment premium 
billing and (3) an endorsement. This 
data will become a valuable manage- 
Ment tool. 

There is a second related step that is 
of greater significance, Mr. Criddle de- 
tlared. This step is an objective income 
analysis of the business for which the 
sales and office operations exist. It is 
readily apparent that no matter how 
efficient an office becomes, there is a 
Point below which costs cannot be re- 
duced. It is equally apparent that a loss 
of profit results every time a policy is 

dled that produces a net commis- 


sion to the agency of less than its han- 
dling costs. 

Because agents pay all their bills 
with commission dollars, they should 
analyze their business by commission 
income, as well as premium income. 


Commission income should be estab- 
lished for each account in total and on 
a per policy basis. If the agency is a 
typical one, the agent will have a nu- 
merically small group of “large” ac- 
counts, a larger group of “medium” 


accounts and a vastly greater number 
of “small” accounts. (The terms 
“large” “medium” and “small” are rel- 
ative to agency size and are deliberate- 
ly used because of their ease of appli- 
cation.) 

Often the small number of large 
accounts will produce the greater part 
of total agency income, with the medi- 
um accounts contributing the next 
larger part and the greater number of 
small acounts producing a compara- 
tively small fraction of total income. 
Determination of commissions per pol- 

(CONTINUED ON PAGE 38) 























Slow service on payroll audits sure leaves you adrift. You don’t 


know where you stand. Mate, you need Bituminous! 


Bituminous’ johnny-on-the-spot payroll audit service protects you against 


credit losses and gives you prompt word on 


commissions due. Bituminous agents enjoy 30-day 


Bituminous and see. 


Write today for the Bituminous story. 


BITUMINOUS 


service (or less!) on payroll audits. Bituminous has the ability, 


the system and the get-up to get the job done. Plot your course with 


CASUALTY CORPORATION 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY 
ROCK ISLAND, ILLINOIS 


Speciabiots in Workmen's Compensation 
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Compliance with FTC 
Code Won't Clear Up 
Pending Litigation 


WASHINGTON—Asgreeing to com- 
ply with the recently promulgated 
Federal Trade Commission A&S code 
doesn’t help a company any with pend- 
ing complaints filed by the FTC charg- 
ing deceptive advertising. This is the 
stand taken by the commission in 
denying the motion of Federal Life & 
Casualty to dismiss or suspend the 
charges brought against it by FTC. 


The commission upheld a ruling of 
Hearing Examiner Frank Hier. 

National Casualty ot Detroit has 
filed appeal in the federal court of 
appeals at Cincinnati from the FTC 
cease and desist order which upheld 
charges of false and misleading adver- 
tising against the company. 





Hemrick To Field for Blue Ridge 

Blue Ridge of Shelby, N. C., has ap- 
pointed Larry D. Hemrick special 
agent in western North Carolina at 
Shelby. He joined the company this 
year. 


International Claims 
Unit Completes 
Roster of Speakers 


International Claim Assn. has com- 
pleted the roster of speakers for its 
annual meeting in Fort Monroe, Va., 
Sept. 17-19. 

Following an opening address by Ed- 
win Linthicum Jr. of Travelers, presi- 
dent, Commissioner Parker of Virginia 
will speak. Other first day speakers 
will be J. Doyle DeWitt, president of 
Travelers, on “Meeting the Challenge 








HARTFORD, CONN. 
Pop. 177,397 














LIFE helps you place insurance all over the map. 


Wherever your territory is . . . LIFE’s powerful local 
influence helps wincountless friendsand prospects for you. 
lear across the country, America’s largest magazine 

is welcomed weekly into millions of homes . 
LIFE’s insurance advertising introduces you ina friendly, 
personal way . . . and creates great acceptance of the 


services your company offers. 


. . where 


and every week. 


HELPS PLACE INSURANCE EVERYWHERE 


The facts back it up. In the course of 13 issues, LIFE 
reaches 3 out of 5 households in the average community. 
Insurance messages reach a larger audience than any 
other magazine delivers...26,450,000 people each week. 


LIFE introduces insurance salesmen to just the people 
they wish to reach. LIFE helps prepare a welcome for 
you ... by working as a vital force in your favor each 


Audience source: A Study of the Household Accumulative Audience of LIFE. 


THE POWERFUL, LOCAL INFLUENCE OF LIFE OPENS DOORS FOR YOU 


These life, fire and casualty companies advertised in LIFE in the first seven months of 1956: Actna Life Affiliated Cos. « 
America Fore Insurance Group * Blue Cross-Blue Shield Commission » Cuna Mutual Life Insurance Society & Credit Union + Equitable 
Life Assurance Society of the U.S. « John Hancock Mutual Life Insurance Co. « Hartford Fire Insurance Co. Group + Lincoln National Life 
Insurance Co. + Metropolitan Life Insurance Co. + Mutual Benefit Health & Accident Association *« Mutual Life Insurance Co. of New 


York + New York Life Insurance Co. + Phoenix Mutual Life Insurance Co. * State Farm Mutual Auto Insurance Co. « The Travelers 
Insurance Co. + United Benefit Life Insurance Co. 
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of a Changing Economy,” and Owen 
Rall, Chicago attorney, on “Putting 
Your Best Foot Forward in the Defense 
of Insurance Cases.” 

After the general meeting on the 
second day, the following three semi- 
nars will be held: A&S, headed by 
George F. Monks of New York Life; 
life, headed by Carl V. Lindstrom of 
John Hancock, and group, headed by 
Edmund W. Sours of Aetna Life. 

At the closing day session Robert R, 
Neal, general manager of Health In. 
surance Assn. of America, will talk on 
“The Widening Scope of Health Insur. 
ance,” and Dr. Elmer Hess, immediate 
past president of American Medical 
Assn., will speak on “Integrity and Un- 
derstanding.” 





N. C. to Hear Proposal 
to Raise WC Rates .8% 


Commissioner Gold of North Caro- 
lina will hold a public hearing Aug. 21 
on a filing by Compensation Rating & 
Inspection Bureau of North Carolina 
which proposes an average increase of 
.8% in workmen’s compensation rates, 
effective Oct. 1. 

The filing would decrease manufac- 
turing rates 1.6%, increase contract- 
ing rates 1.9% and decrease all other 
lines 2.3%. The commissioner estimat- 
ed the over-all increase would amount 
to $115,000 a year. In the two year 
period ending last July 31 premiums 
totaled $28,748,325 against losses and 
adjustment expense of $19,511,806 for 
a ratio of 67.9. 

The commissioner will also hold 
another hearing on a savings classifi- 
cation plan for lumber and building 
supply dealers proposed for compen- 
sation insurance by Casualty Recipro- 
cal Exchange of Kansas City. The ex- 
change says the plan effects savings 
based on improved loss experience 
through application of safety and en- 
gineering methods. The exchange also 
notes that the plan has been approved 
by 290 lumber and building supply 
dealers in the state. 





Kemper Companies Sponsor 
Dr. Gallup Political 
Analysis on NBC Radio 


“Election Trends,” a radio series 
featuring Dr. George Gallup, is being 
sponsored by the Kemper companies 
beginning this week over the National 
Broadcasting Co. network. 

There will be 24 Kemper-sponsored 
broadcasts every Monday and Wednes- 
day night through Nov. 5, the eve of 
the national elections. Political trends 
indicated by election-year public opin- 
ion polls will be analyzed on the show 
by Dr. Gallup, founder and director of 
the American Institute of Public Opin- 
ion. The show is scheduled five nights 
a week over 191 NBC stations from 
10 to 10:05 p.m., eastern daylight sav- 
ing time. 





Urges Immediate La. 


WC Rate Increases 


Liberalized workmen’s compensation 
benefits enacted in Louisiana have led 
National Council on Compensation In- 
surance to ask for immediate rate in- 
creases to cover. 

An insurance spokesman said the 
increases would affect mainly the 
pulpwood, logging, lumbering, oil and 
gas industries and will, in some cases, 
amount to 11%. In addition to the rate 
changes, the annual Louisiana rates 
filed this year will reflect statutory 
rate changes made necessary by in- 
creases in benefits, the spokesman 
added. 

The experience rate changes would 
take effect Dec. 1, but the council has 
urged that the statutory rate increases 
be made retroactive to Aug. 1, the date 
the new benefits took effect. 
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Give PPF a Chance 
Before Revising, 
Kansas Agent Urges 


c. G. Blakely III of C. D. Blakely & 
Co. agency at Topeka writes: 

I have been very interested and 
have enjoyed reading the various arti- 
cles concerning the poor experience 
figures under the personal property 
floater and Inland Marine Insurance 
Bureau’s new rate filings in the var- 
jous states. 

Our agency has always been a strong 
advocate of the all risk approach to 
pPF, and we use it successfully for 
poth the small and larger insured, al- 
ways striving to get insurance to value, 
of course. 

However, I was particularly inter- 
ested in the five year figures reported 
on page 18 of the Aug. 2 issue of 
THE NATIONAL UNDERWRITER showing 
the earned premium on the deductible 
portion to be 56.95% countrywide. 

This loss figure does not seem to be 
too alarming, and I cannot quite un- 
derstand why the one year experience 
should stampede everybedy into feel- 
ing that PPF needs such drastic rate 
revisions. 

As anyone knows, a_ particularly 
sour year, such as we have had from 
the hurricane and flood standpoints, 
is bound to reflect in many lines of 
insurance, and some, perhaps, densely 
populated sections of the country are 
experiencing more losses from under 
insurance and crime than other sec- 
tions. 

It still seems to me that some 
thought should be given to a longer 
term experience figure before taking 
a fast jump on additional rates. I, for 
one, would much rather see a broader 
form PPF introduced with some in- 
creased coverage on jewelry and other 
improvements and a real sales effort 
made toward this contract, particular- 
ly in connection with the comprehen- 
sive dwelling policy. 

I wonder too if, perhaps, the remov- 
al of television antenna and a few 
things like that, which are causing a 
rather large frequency of losses on the 
floater, might not help the experience 
somewhat? 


Huebner Foundation 
Grants 16 Scholarships 


for Insurance Study 


S. S. Heubner Foundation for Insur- 
ance Education has granted 16 fellow- 
ships and scholarships to persons in- 
terested in pursuing graduate study 
for Ph. D. degrees to prepare for in- 
surance teaching careers in colleges 
and universities. The grants vary from 
$2,100 to $2,900 for the regular aca- 
demic session with additional amounts 
available for the summer session. 

Candidates for the awards are re- 
quired to certify that they intend to 
follow insurance teaching careers, that 
they will major in insurance for grad- 
uate degrees and that, while they hold 
the fellowships or scholarships, they 
will not engage in outside work with- 
out the consent of the foundation’s ad- 
ministrative board. 

Fellowships went to David L. Bickel- 
haupt of Saratoga Springs, N. Y.; Man- 
uel Harold Chavez of Salt Lake City; 
Manuel O. Diaz of Rio Piedras, Puerto 
Rico; Walter W. Dotterweich of Nut- 
ley, N. J., summer of 1956 only; John 
W. Hall of Manhattan, Kan., who is 
associate professor of insurance at 
Georgia State college of business ad- 
ministration, this summer only; James 
D. Hammond of Maryville, Mo.; Don- 
ald R. Johnson of Aurora, Ill., who is 
assistant professor of finance at Uni- 
versity of Miami, this summer only; 
Michael L. Kearney of Burbank, Calif.; 
Jonas FE. Mittelman of Kansas City, 


this summer only; Archie J. Nichols of 
Chicago; LeRoy L. Phaup Jr. of Had- 
donfield, N. J.; Raymond G. Schultz of 
Pasadena, Calif.; Stuart Schwarzchild 
of Richmond, Va.; Glen L. Taylor of 
Denton, Tex.; and Arthur L. Williams 
of Mt. Carmel, Pa. The scholarship 
went to Charles F. Zimmerman Jr. of 
Van Nuys, Calif. 





Insurance Accountants Assn. of San 
Francisco at its August meeting heard 
a discussion on “Current Hazards of 
Bonding” by Robert A. Miller of the 
bond department of Home Indemnity. 


Kemper Companies to 
Split Cost of Added 
Employe Education 


The Kemper companies have offered 
to split the cost with employes who 
want to continue their education to 
help advance their careers. 

The offer to pay 50% of the cost 
applies to education on the secretarial, 
high school or college levels and in- 
cludes all registration, tuition, exam- 
ination, laboratory and other academic 


fees and textbooks, President Hatha- 
way G. Kemper said. If an employe is 
short of cash, he can borrow the money 
to pay for his additional education 
from a “student loan fund,” with re- 
payment spread over a period of time. 
To qualify, male employes must have 
one year of service with the Kemper 
organization and female employes 
three years. 





The Syracuse, N. Y., agency of Bern- 
ard Crowley has acquired the Orry R. 
Evans general agency of East Syracuse. 








MAJOR MEDICAL EXPENSE 
COVERAGE FOR INDIVIDUALS 


... al opportunity. ..a responsibility 


We believe that our new Major Medical Expense Policy for 
individuals and families is truly outstanding. It provides unlimited selling 
opportunities for every producer. And enables him to fulfill an important 

obligation ...to provide broad financial help when it is needed most. 


We have prepared the finest in promotional material to help you 
capture your share of the vast Major Medical Expense market. For 
complete information contact our nearest office or mail the coupon. 





















This low cost catastrophe coverage starts paying where most disability 
insurance leaves off. Designed for every budget, this new coverage 

is easily sold in benefit limits of $5,000, $7,500 or $10.000. Outstanding 
features of this “tested” contract include deductibles as low as $250 

... payment of any single disability expense for as long as three years... 
complete indemnity for 75% of the first $2,500 in excess of the 
deductible, and then 85% up to the full policy benefit limit. 


° 2 


INSURANCE 





FIREMAN’S FUND INSURANCE GROUP 
401 California Street, San Francisco 


Please send me information about your new 


MAJOR MEDICAL EXPENSE POLICY 


for Individuals and Families. K 





Name— — 


Address 





CMY 


401 CALIFORNIA STREET, SAN FRANCISCO 


FIREMAN'S FUND INSURANCE COMPANY « FIREMAN’S FUND INDEMNITY COMPANY * HOME FIRE & MARINE INSURANCE COMPANY * NATIONAL SURETY CORPORATION 
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Surety Assn. Gives Minimums of 
Fidelity Needed by Commerical Firms 


A simple and practical method for 
determining the minimum amount of 
fidelity bond coverage needed by 
commercial firms has been developed 
by Surety Assn. of America. How to 
determine a bond size that is realistic 
in relation to the exposure is the sub- 
ject of a copyrighted booklet just pub- 
lished by Surety Assn., entitled How 
Much Honesty Insurance? 

A suggested range of minimum 
amounts of fidelity coverage has been 
urged on its members for some years 
by American Bankers Assn. This 
schedule by no means supplies a bank 
with the full answer to the problem 
of deciding in advance how much pro- 
tection is going to be enough—banks 
can sustain losses far greater than the 
suggested minimums and have done so. 
However, the schedule has proved 
useful as a guide, or starting point. 
The one now developed for com- 
mercial firms by Surety Assn. should 
prove even more useful to agents and 
others, since there seems to be no 
doubt that commercial risks as a 
whole are even less adequately pro- 
tected by fidelity bonds than financial 
institutions. 

The new booklet is the result of a 
long and comprehensive survey of the 
fidelity bond requirements of com- 
mercial concerns. This revealed that 
in 65% of employe dishonesty losses, 
over a period of years, insured did 
not carry a fidelity bond large enough 
to cover his loss. The underinsurance 
of smaller insured revealed in the 
study is particularly significant. 

The formula which Surety Assn. 
has developed to produce suggested 
minimum amounts of fidelity is based 
primarily on two principal elements 
of dishonesty exposure—total current 
assets and annual gross sales or in- 


come. An exposure index is used. This 
is not an estimated amount of actual 
exposure but a weighted base related 
to exposure to which the recom- 
mended bond amount is keyed. This 
index is obtained by taking 5% of 
the value of goods on hand (raw 
materials, materials in process, {in- 
ished merchandise or products), adding 
20% of current assets less goods on 
hand, and adding to that 20% of an- 
nual gross sales or income. 

There is then set up a suggested 
minimum range of bond amount by 
brackets of exposure indices. This is 
illustrated in the following table: 


Suggested Minimum Amounts of 
Honesty Insurance 


(000 omitted) 

Exposure Bracket Amount of 
Index No. Bond 

$ $ 
1- 25 1 15- 25 
25- 125 2 25- 50 
125- 250 3 50- 75 
250- 500 + 75- 100 
500- 750 5 100- 125 
750- 1,000 6 125- 150 
1,000- 1,375 7 150- 175 
1,375- 1,750 8 175- 200 
1,750- 2,125 9 200- 225 
2,125- 2 500 10 225- 250 
2,500- 3,325 11 250- 300 
3,325- 4,175 12 300- 350 
4,175- 5,000 13 350- 400 
5,000- 6,075 14 400- 450 
6,075- 7,150 15 450- 500 
7,150- 9,275 16 500- 600 
9,275- 11,425 17 600- 700 
11,425- 15,000 18 700- 800 
15,000- 20,000 19 800- 900 
20,000- 25,000 20 900- 1,000 
25,000- 50,000 21 1,000- 1,250 
50,000- 87,500 22 1,250- 1,500 
87,500- 125,000 23 1,500- 1,750 
125,000- 187,500 24 1,750- 2,000 
187,500- 250,000 25 2,000- 2,250 
250,000- 333,325 26 2,250- 2,500 
333 ,325- 500,000 27 2,500- 3,000 
500,000- 750,000 28 3,000- 3,500 
750,000- 1,000,000 29 3,500- 4,000 
1,000,000- 1,250,000 30 4,000- 4,500 
1,250,000- 1,500,000 31 4,500- 5,000 
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Thus the suggested minimum 
amounts of fidelity coverage are ob- 
tained by reference to the table. 

An instance of how the formula 
works is shown on the following ex- 
ample for a wearing apparel manu- 
facturer: 


(1) Total current 


NE es $ 950,000 
A. Goods on 
SS eee $ 600,000 
Bz Bs O8A <h.555.2. ees $ 30,000 
C. Current assets less 
goods on 
hand ..........6 350,000 
Dy Bre MC sadist cise $ 70,000 


(2) Annual gross sales 
or income ...... $3,000,000 
A. 10% of (2) 
Total (exposure index) ........ $400,000 
The $400,000 exposure index falls 
in bracket 4 ($250,000 to $500,000). 
The suggested minimum amount of 
honesty insurance for this insured is 
between $75,000 and $100,000, or more 
exactly, by interpolation, $90,000. 
Selecting another example that of a 
farm machinery manufacturer: 
(1) Total current 
er $15,000,000 
A. Goods on 
hand ..$ 8,000,000 
B. 5% of A 
C. Current assets less 
goods on 
hand ....$ 7,000,000 
DD. Oe Oe he aint $ 1,400,000 
(2) Annual gross sales 
or income $82,000,000 
Bi, TW WE NED vasndisiceccseal $ 8,200,000 
Total (exposure index) ....$10,000,000 
The $10 million exposure index falls 
in bracket 17 ($9,275,000 to $11,425,- 
000). The suggested minimum amount 
of honesty insurance for this insured 
is between $600,000 and $700,000, or 
about $630,000. The booklet also pro- 
vides charts on which the exact 
amount of the suggested minimum 
may be determined, without interpo- 
lation. 


For businesses which perform serv- 
ice functions such as transporting the 
property of others, or which perform 
work on or process the property of 
others, or have such such property 
in their custody, the value of that 
property should be included in the 
“total current assets” and the “goods 
on hand”’ totals. 

In the case of those firms acting in 
an agency capacity which have custody 
of cash, securities, etc., belonging to 
others or which have disbursing or 
collecting responsibilities (imsurance 
agents, for example), the average 
amount of such items on hand at one 
time should be included in “current 
assets” and the annual volume of such 
items should be included in. “annual 
gross sales or income.” 

Although many large fidelity losses 
involve forgery, and forgery insurance 
is a valuable and recommended sup- 
plement to fidelity protection, such 
forgery coverage should not be relied 
upon as taking the place of needed 
fidelity bond protection, the booklet 
emphasizes. 

The suggested amounts, it also must 
be borne in mind, are minimum 
amounts, Surety Assn. emphasizes. 
They must not be interpreted as the 
maximum amounts which may be 


—. 


needed to provide indemnity to the 
full extent of every loss which 
occur. Tests of the formula againg 
the actual losses covered in the survey 
show that the formula would have 
provided full protection in 95% of the 
cases. The fact that 5% would not 
have been fully covered indicates that 
the amounts recommended are not 
excessive. 

As for the $15,000 base amount jn 
the table of suggested amounts, this 
was found necessary in view of the 
size of losses reported for even 
comparatively small insured. 

The minimum amounts suggested 
should be adjusted upward as deemed 
necessary by individual insured ip 
recognition of the possibility of catas. 
trophe losses which cannot be meas- 
ured by any known method, so that 
in the event of embezzlement of major 
caliber there will be greater assurance 
of full protection. 

With the increasing upward trend 
of embezzlement losses, the question 
of how much honesty insurance is 
sufficient to cover a firm’s exposure 
to employe theft has become of greater 
significance. Of course, as Surety Assn. 
points out, the minimum amount for 
a retail shop with a few employes 
would not at all suffice for a large 
manufacturing concern. The guide to 
the answer is based upon certain vital 
statistics which determine the size 
of the firm and the extent of its 
exposure. 

But though a firm carries burglary 
insurance related to the value of the 
merchandise, and fire insurance to 
cover probable maximum amount of 
loss through destruction of a building 
by fire, management cannot even 
hazard a guess at its fidelity loss 
potential because it cannot know how 
long or at what rate a trusted employe 
will steal its funds, burrowing ter- 
mite-like into the foundation of the 
firm’s financial strength. A guess is in 
any event a most intangible and unsat- 
isfactory yardstick. 

It was for this reason that a long 
and painstaking study of manage- 
ment’s exposure to employe dishonesty 
was made by a Surety Assn. commit- 
tee of fidelity bond underwriters. A 
careful survey was made of losses 
of $10,000 or more actually sustained 
by insured over a period of 10 years 
and of various factors governing ex- 
posure, such as total assets, goods on 
hand, annual gross sales or income, 
the nature of the business of insured, 
the size of the firm and the number 
of employes. 

It was apparent that there was no 
gauge whereby the maximum loss 
which might be sustained could be 
determined, since there simply is no 
limit to the possibilities of employe 
dishonesty. It was possible, however, 
to relate certain factors to the amounts 
which had been stolen in a large 
number of actual cases. These factors 
have been utilized in the formula. 

The underinsurance of the smaller 
insured, as revealed by the study, 
is most significant. The losses reported 
which fell into the first two brackets 
of the exposure index ($125,000 or 
less) were fully covered by the bond 
in only 15% of the cases. In other 
words, 85% of those risks were 
underinsured. 

As for the larger loss amounts, the 
situation presents further interesting 
aspects. Of the total number of losses 
reported in the amount of $50,000 or 
more, 22.2% were fully covered by 
the bond, whereas 77.8% were under- 

(CONTINUED ON PAGE 36) 
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N.C. Approves 12 
Deviation Renewals 
Minus Rate “Freeze” 


Commissioner Gold of North Caro- 
lina has approved deviation renewals 
for a dozen companies, has turned 
down three more, and has two others 
under study. Still another company 
withdrew its filing. None of deviations 
granted was frozen to current rating 
pureau rates as was the case in North 
America’s recent deviation. 

The commissioner informed the 
companies and North Carolina Fire In- 
surance Rating Bureau at the hearing 
that if any objections were lodged a 
re-hearing on the specific deviation 
would be held. The rating bureau’s 
counsel, Col. William T. Joyner of 
Raleigh, said the bureau appeared at 
the hearing to ‘‘ventilate” the devia- 
tions and to “lay bare just what they 
do.” He questioned the operations of 
each company, its losses and its under- 
writing expenses. 

Mr. Gold said that each of the three 
rejected filings was turned down be- 
cause the company’s expenses and 
losses exceeded 100% of premiums for 
the experience period. The companies 
were State Farm Fire & Casualty and 
Nationwide Mutual Fire, each of 
which sought a 10% deviation on fire 
and allied lines, and Cambridge Mu- 
tual Fire, which asked for a 20% de- 
tion on fire and allied lines. American 
Fire & Casualty withdrew its reqvest 
for a 10% deviation on all lines with- 
out attempting to justify it. 

. . . 

Renewals approved, all effective 
Sept. 1 were filed by the following 
companies: Alliance Assurance, 20% 
auto physical damage; Allstate, 17.5% 
auto liability, 20% auto collision and 
10% other auto physical damage; 
American Druggists’, 20% fire and al- 
lied lines; Church Fire, 20% fire and 
allied lines; Nationwide 20% auto li- 
ability and 25% auto physical damage; 
Harleysville Mutual Casualty, 10% 
auto liability, and burglary and glass 
15% general liability; Harleysville Mu- 
tual, 15% auto physical damage; North 
Carolina Farm Bureau Mutual, 20% 
auto liability and 25% auto physical 
damage; Reciprocal Exchange, 15% 
fire; State Farm Mutual Auto, 25% 
auto liability and physical damage; 
United Services Automobile Associa- 
tion, 20% auto lines, and Government 
Employees, 25% auto liability and 30% 
auto physical damage. 

No decision was given on requests 
by Utica Fire for deviations of 15% 
on fire and allied lines, 20% auto phys- 
ical damage and 15% burglary and 
glass or by Home Mutual of Bingham- 
ton, N. Y., for 20% fire and extended 
coverage and 15% auto physical dam- 
age. 


Pa. Finds Many Car 


Owners Are Uninsured 


Out of Pennsylvania’s more than 
three million motor vehicle owners, 
223,105 carry no insurance, according 
to a preliminary report by the gover- 
~oly committee studying the sub- 
ject. 

Questionnaires on 1956 license re- 
newal cards drew that many negative 
Teplies, and another 254,000 failed to 
answer the question. 





San Francisco Brokers 


Society of Insurance Brokers of San 

ancisco has elected P. W. Rainey, 
President of Tinnemann, Brigford & 
Rainey, president to succeed Frederic 
M. Hohwiesner. 

Other new officers are Harry W. 
Healey, vice-president of Cosgrove & 


Co., list vice-president, and Henry 
Doble of Henry Doble Co., 2nd vice- 

Newly elected members of the gov- 
erning committee are Coldwell, Bank- 
er & Co.; Erlanger Reed, Dinner & 
Meyer; Folger & Erlin; Hyams & Mey- 
ers, and Kindler, Laucci & Day. 


Fort Worth CPCUs Elect. 


The newly organized Fort Worth 
chapter of CPCU has elected W. E. 
Humphreys president. Other new of- 
ficers are William B. Chappell, vice- 
president, and George W. Peterson, 
president. 





International Chamber 
Urges Freedom of 
Shippers Insurance 


International Chamber of Com- 


merce, backed by business groups of 


36 countries, has started a move to 
restore the right of shippers to insure 


cargoes where they wish. 


In the U. S. chamber’s recent bro- 


chure the businessmen urge adoption 


by the General Agreement on Trades 
& Tariffs of a recommendation for the 


elimination of governmental restric- 


tions on traders freedom to negotiate 
transport insurance in the internation- 
al market. The recommendation will 
be considered by GATT at its October 
convention. 

The international chamber contends 
that world trade is seriously hampered 
by measures, now applied in 14 coun- 
tries, that deny freedom of transport 
insurance to importers and exporters. 
The report cites case studies of firms 
engaged in international commerce 
showing how such restrictions often 
lead to higher prices, double or triple 
insurance and currency problems. 














Feel gypped, wouldn’t you? But without knowing it, you 


may often pay for Safety Plate Glass and get safety sheet! 


So protect your policyholder (and get your money’s worth) 


when he has a broken car window replaced. Make sure he 


gets Safety Plate for clearest vision and maximum protec- 


tion. Libbey‘Owens-Ford Glass Company, Toledo 3, Ohio. 


ea 
SAFETY! ©: 
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PLATE 


LIBBEY-OWENS-FoRD a@ Great Name in Glass 
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SEE them! 


C-ll on clients and prospective 
clients with the confidence that 
you can serve any or all needs. 
With the facilities of “America’s 
Department Store of Insurance” 
solidly behind you, you can 
create business where it never 
existed because you will have a 
broad understanding of the 
tremendous range of your 
client’s insurance needs. 


SELL them! 


With completely multiple line 
facilities in your sales kit, you 





have an immediate answer to° 


every possible insurance need 
that your client may have. Acci- 











dent, sickness, hospitalization 
... fire, allied lines and inland 
marine ... all lines of casualty 
insurance... fidelity and surety 
... life insurance ... employee- 
employer plans . . . no risk is 
too small, too large or too 
unusual to be considered for 
Continental coverage. 


RE-SELL them! 


By continuous and progressive 
research, Continental keeps you 
ahead of competition with 
broader, better, newer cover- 
ages, open-minded underwrit- 
ing, sales and service facilities 
to open up new markets, new 
opportunities to grow and 
profit by better, more complete 
service to every client. 


,.. With CONTINENTAL coverages 


Find out how Continental’s complete range of facilities ... in- 
cluding excess covers and world-wide reinsurance... can help 
you build a more profitable business... Now... today ... write 
to Department 318, 











Continental 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. ¢ CHICAGO 4, ILL. 
ASSOCIATED COMPANIES: 


Continental Assurance Co. + Transportation Insurance Co. 


‘America’s Department Store of Insurance” 














Convention Dates 





| Aug. 19-24, Blue Goose Golden Anniversary 


Convention, Schroeder hotel, Milwaukee. 
Aug. 20-21, South Dakota Assn. of Insurance 


Agents, annual, Cataract hotel, Sioux Falls. | 


Aug. 20-22, International Federation of Com- 
mercial Travelers, annual, The Greenbrier, 
White ‘Sulphur Springs, W. Va. 


| Aug. 22-24, Federation of Insurance Counsel, 


annual, Shamrock hotel, Houston. 


Aug. 23-25, Texas Assn. of Mutual Insur- | 


ance Agents, annual, Ft. Worth. 

Aug. 26-28, Wyoming Assn. of Insurance 
Agents, annual, Jackson. 

Aug. 30-Sept. 1, Montana Assn. of Insurance 
Agents, annual, Helena. 

Sept. 5-7, Oregon Assn. of Insurance Agents, 
annual, Multnomah hotel, Portland. 

Sept. 6-7, Minnesota Assn. of Insurance Agents, 
annual, Hotel Duluth, Duluth. 


Sept. 9-11, Washington Assn. of Insurance 
Agents, annual, Davenport hotel, Spokane. 


| Sept. 9-12, Idaho Assn. of Insurance Agents, 


annual, Sun Valley. 


Sept. 10-11, Vermont Assn. of Insurance Agents, 
annual, Middlebury Inn, Middlebury. 


Sept. 10-11, New Jersey Assn. of Insurance 


Agents, annual, Traymore hotel, Atlantic | 


City. 


Sept. 10-11, New Hampshire Assn. of Insur- | 


ance Agents, annual, Crawford Notch. 

Sept. 10-12, New Hampshire Assn. of Insur- 
ance Agents, annual, Crawford House Club, 
Crawford Notch. 

Sept. 12-14, Maine Assn. of Insurance Agents, 
annual, Samoset hotel, Rockland. 

~_, 12-14, Society of CPCU, annual, Cincin- 
nati. 


Sept. 12-14, Michigan Assn. of Insurance 
Agents, annual, Pantlind hotel, Grand 
Rapids. 

Sept. 16-18, Insurance Federation of North Da- 
kota, annual, Bismarck. 

Sept. 17-18, Minnesota Assn. of Mutual Agents, 
annual, Leamington hotel, Minneapolis. 

Sept. 17-19, International Claim Assn., annual, 
Hotel Chamberlain, Old Point Comfort, Ft. 
Monroe, Va. 

Sept. 17-20, National Assn. of Insurance 
Agents, annual, Waldorf-Astoria, New York. 

Sept. 18-21, Mutual Loss Managers’ Confer- 
ence, Hotel Statler, New York. 

Sept. 24-25, Utah Assn. of Insurance Agents, 
annual, Salt Lake City. 

Oct. 1-3, Wisconsin Assn. of Insurance Agents 
annual, Schroeder hotel, Milwaukee. 


| Oct. 7-9, Pennsylvania Assn. of Insurance 


Agents, annual, Bedford Springs hotel, Bed- 
ford Springs. 

Oet. 7-10, National Assn. of Casualty & Surety 
Agents, annual, White Sulphur Springs, 
W. Va. 

Oct. 7-10, National Assn. of Casualty & Surety 
Executives, annual. The Greenbrier, White 
Sulphur Springs, W. Va. 

Oct. 11-12, Nebraska Assn. of Insurance 
Agents, annual, Hotel Cornhusker, Lincoln. 

Oct. 14-15, Insurance Federation of North Da- 
kota, Eagles Club, Bismarck. 

Oct. 14-16, Missouri Assn. of Insurance Agents, 
annual, Hotel Statler, St. Louis. 


Oct. 14-17, Federation of Mutual Fire Insurance 
Companies, annual, Sheraton-Gibson hotel, 
Cincinnati. 

Oct. 14-17, National Assn. of Mutual Fire In- 
surance Companies, annual, Sheraton-Gib- 
son hotel, Cincinnati. 

Oct. 15-17, California Assn. of Insurance 
Agents, annual, Sheraton-Palace hotel, San 
Francisco. 


| Oct. 15-17, Ohio Assn. of Insurance Agents, 


annual, Cleveland. 


| Oct. 16, North Dakota Assn. of Insurance 


Agents, annual, Eagles Club, Bismarck. 


| Oct. 16-17, Massachusetts Assn. of Insurance 


Agents, annual, Sheraton Plaza hotel, Bos- 
ton. 

Oct. 17-19, Insurance Accountants Assn,, an- 
nual, Hartford. 

Oct. 19-20, South Carolina Assn. of Insurance 
Agents, annual, Ocean Forest hotel, Myrtle 
Beach. 

Oct. 21-23, Insurors of Tennessee, annual, Noel 
hotel, Nashville. 

Oct. 21-23, Maryland Assn. of Insurance Agents 
annual, Lord Baltimore hotel, Baltimore. 

Oct. 22-23, Arizona Assn. of Insurance Agents, 
annual. 


Oct. 22-24, National Assn. of Mutual Insur- 


ance Agents, annual, Shoreham hotel, Wash- 
ington, D. C. 


Oct. 22-24, Western Underwriters Assn., an- | 


nual. 
Oct. 23-24, Louisiana Assn. of Insurance 
Agents, midyear, Hotel Bentley, Alexandria. 


Oct. 25, American Institute of Marine Under- | 


writers, annual, New York. 
Oct. 28-30, Kansas Assn. of Insurance Agents, 
annual, Broadview hotel, Wichita. 


Oct. 28-30, Illinois Assn. of Insurance Agents, 
annual, Springfield. 


| Oct. 29-31, National Assn. of Independent In- 
| surers, annual, Hotel Commodore, New York 


City. 
Nov. 7-9, Michigan Assn. of Mutual Insurance 
Agents, annual, Pantlind hotel, Grand Rapids. 


Nov. 8, Connecticut Assn. of Insurance Agents, 
annual, Statler, Hartford. 


| Nov. 8-9, Illinois Assn. of Mutual Insurance 


Agents, annual, Kaskaskia hotel, La Salle. 





——<— 





I've recommended you 


to a friend because 


I like your 


33 1p yy. service 


There are three points of service 
in Power Plant Insurance — and you | 
are able to give extra value in each | 
of them every time you place with 
Hartford Steam Boiler. 


3 BEFORE the policy is issued, your 


p DURING the life of the policy, in- 





Ay arter an accident (should one 





Hartford Steam Boiler Special 
Agent — expert in boiler and 
machinery underwriting — can 
help you select coverage suited 
to your client’s needs. 


spection of your insured’s boilers 
and machinery by a Hartford 
Steam Boiler Field Inspector 
can often prevent accidents and 
prolong the useful life of this 
equipment. 





occur), prompt and capable on- 
the-spot assistance by Company 
specialists promotes quick and 
equitable settlement of claims 
and helps speed rehabilitation. 


It pays to choose the best. 







INSPECTION 
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INTEGRATING? 


Are you coordinating your 
fire and casualty operations? 
Brochure available to execu- 
tives, “How to Profit under 
Multiple Line Organization” 
—limited edition. 
CONSULTANTS 


IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 


FRANK LANGTAASSOCIATES 


ONE NORTH LASALLE ST. CHICAGO 2, ILLINOIS 
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Independent Broker Is Important Cog in New 
York Life’s Group Sales; Wrote 65% in 1955 


NEW YORK—New York Life casts 
the independent insurance broker in 
one of the leading roles of its burgeon- 
ing group life, A&S and major medical 
sales program. Last year alone broker 
sales rang up $8 million in new group 
premiums or more than 65% of all 
group sales by premium volume. 

Relatively new to the group field, 
New York Life has reached more than 
$1 billion of group life in force and has 
become on of the top 10 ranking group 
selling companies within the space of 
five years. 

New York Life has found the broker 
market a responsive field, according 
to Paul Troth, director of group sales 
promotion. Ssince 1951, the brokers 
have accounted for almost. three- 
quarters of all new group premiums, 
though they wrote less than one-third 
of all new policies. Mr. Troth ex- 
plained that brokers generally write 
the big group plans, covering from 100 
to 500 persons or more, while agents 
of the company have been more suc- 
cessful with smaller group plans cov- 
ering 25 to 50 to 100 persons. Last 
year, for example, the company re- 
alized 775 group sales from its agents 
alone. Those were mostly in the 25-50 
person groups. That figure was equal 
to the entire 1954 sales record from 
agents and independent brokers com- 
bined. In addition, company agents last 
year wrote 1,200 employe protection 
plans insuring 10-24 person groups for 
life and medical care benefits. 

Indications point toward even great- 
er group sales in the future, Mr. Troth 
said. There will always be a market 
for group life and accident, however 
the popular trend now is toward a new 
form of major medical, which excludes 
first dollar medical payments with a 
deductible, other than for hospital ex- 
pense, but picks up expenses there- 
after with an 80% coinsurance clause 
to a limit of $5,000 or $10,000. 

Last year the company wrote 200 
major medical group plans. This, by 
far, bettered major medical production 
for 1954. Total major medical policies 
in force at the end of 1955 were 270. 
A comparatively new venture, major 
medical coverage figures to gain pop- 
ularity by leaps and bounds with big 
industry, business and labor groups 
where the broker plays a dominant 
Tole. 

The brokers, Mr. Troth pointed out, 
are in a position to control the bigger 
Plans, since they often come into con- 
tact with the policy-forming depart- 
Ment heads of the bigger businesses 
and industries. The broker generally 
Serves the business client as an over- 
all insurance account. 

New York Life’s principal contact 


with the broker market has been 
through its own group field men. The 
company currently employs a group 
field organization of some 130 men 
working out of 40 group offices across 
the U.S. and Canada. Part of their 
job, according to Mr. Troth, is to dem- 
onstrate their ability to make good the 
company’s promises to brokers of 
service and field performance. Though 


the promotion department develops and 
produces a national and direct mail ad- 
vertising program, the personal call of 
the group field man is the company’s 
biggest single stimulus to broker pro- 
duction, Mr. Troth said. 

Here, for example, is how the bro- 
ker and company field man worked to- 
gether in selling an employes’ welfare 
trust fund to a firm covering 500 em- 
ployes. 

The broker compiled the initial in- 
formation, including number of em- 
pleyes, type of desired cover, number 
of dependents, type of business opera- 

(CONTINUED ON PAGE 22) 








Tiny Lebanon Is Big Insurance Market 


Tiny Lebanon, on the eastern shores 
of the Mediterranean, is fast mush- 
rooming into the banking, commerce 
and insurance mecca of the middle 
east, thanks to a far-sighted govern- 
ment and unexcelled  transporta- 
tion facilities. 

‘Dressed in a playground shoreline, 
Beirut, its capital city, is a magnet 
for thousands of businessmen and tour- 
ists from the middle east, Europe and 
America, who invest and spend mil- 
lions of dollars a year in a duty free 
atmosphere. Insurance activity, both 
local and international, is as sunny as 
the picturesque land’s year-round 
climate, according to Joseph Asfour, 
Hanover Fire’s general agent in. Leba- 
non, who is in New York on an ex- 
tended business trip. 

Mr. Asfour, who has been repre- 
senting the American insurer since last 
November, concedes that competition 
is stiff there with almost 120 foreign 
insurers and three domestic direct 
writers pressing for a share of grow- 
ing premiums. But with accelerated 
exploration of the hitherto untapped 
resources of the middle east, busi- 
ness activity is booming to new peaks 
every year. Because of its free ex- 
change commercial structure, Leban- 
on is looked at as the Switzerland of 
the middle east. 

According to Mr. Asfour, banks and 
banking activity are growing as fast 
in Beirut as in any place in the world. 
There are three U. S. bank branch of- 
fices there alone. In addition he de- 
scribes Beirut International airport 
and the city’s port and dockimg facili- 
ties as the finest in the middle east. 
Planes from all over the world land 
and take off from the airport at the 
rate of at least one every two minutes. 

Also, though Alexandria on Egypt’s 
north central shore has the bigger port 
physically, there is considerably more 
shipping movement in Beirut. The 
free commercial exchange allows for- 
eign shippers to bring in, store and 
move out merchandise and raw ma- 
terials without tariffs and taxes. Much 
of the Arbian, Iranian and Iraqi crude 
oil moves through the port of Beirut. 

“Then too,” Mr. Asfour points out, 


“tourists from all over are discover- 
ing Beirut an eastern Mediterranean 
Riviera. We have gorgeous beaches 
and hotels and plenty of water sports. 
In the winter there is good skiing in 
the mountains.” 

Though most active insurance lines 
are all types of marine and automobile, 
there is considerable action in fire, 
bankers’ policies and business cov- 
erages of all kinds. On the local scene, 
the auto lines are particularly brisk, 
Mr. Asfour said. Beirut has more cars 
per unit of population than any other 
middle eastern city. Mr. Asfour fig- 
ures conservatively that there’s a car 
for every seven or eight inhabitants 
of the city. Beirut’s unofficial popula- 
tion—the last census was attempted 
in 1938—is approaching the 400,000 
mark, and almost all its drivers insure. 
More than 95% of them carry some 
sort of insurance, with 40-45% of them 
buying full cover auto. 

Because of poor roads, mid-street 
trolley transportation and lax safety 
regulations, automobile loss experience 
is bad and is getting worse. It’s the 
least profitable of any of the lines in 
the country. 

“It’s a very exceptional and lucky 
driver who hasn’t been involved in at 
least one accident in Beirut,” Mr. As- 
four remarked. 

Contrary to the trend, Mr. Asfour 
himself has found the auto line his 
most profitable. Since starting in earn- 
est last January, none of his insured 
has filed a claim. 

“T like to think I’m a pretty fair 
underwriter,” he said, “but I know I’ve 
been very lucky so far.” 

Although most of the foreign com- 
panies there maintain a fairly firm 
rate schedule—there is little govern- 
ment regulation of rates—the three 
native companies cut prices to attract 
the local auto insurance market. Most 
of the other lines, however, are com- 
petitive pricewise. 

“Right now we are trying to get the 
government to back formation of an 
auto rating bureau of some sort to 
keep the rates at a competitive level,” 
Mr. Asfour explained. 

Barring one particular feature, the 


Urges Longer Civil 
Authority Period in 


Business Interruption 


The current edition of Points & . 
Viewpoints, monthly house organ of 
the Jaffe agency of New York, sug- 
gests that the civil authority clause in 
business interruption policies may be 
inadequate in some cases. 

Urging optional coverage for longer 
than the standard two weeks’ period, 
the article tells the story of a fire in 
an adjacent building which closed 
down a New York City supermarket 
for about six weeks. 

“While the big chain supermarket 
may be able to stand the loss,” the 
article comments, “the ordinary mer- 
chant would be in a fine mess with 
only two weeks’ civil authority cover- 
age. Maybe the form ought to carry 
a longer civil authority period, pre- 
ferably automatically, but at least with 
an option.” 

In that particular case, the article 
continued, the street was blocked off 
for most of the six weeks. Since there 
were other stores nearby, they no 
doubt suffered from lack of pedestrian 
traffic. 








Lebanese government exerts little con- 
trol over any foreign or domestic in- 
surer. In fact, Mr. Asfour added, it 
goes out of its way to promote busi- 
ness. For example, any foreign or lo- 
cal company wishing to start business 
in the country with more than $1.5 
million capital and with a certain num- 
ber of native employes on the payroll, 
is exempt from any government tax 
for five years. Even after that the bite 
isn’t too stiff. Mr. Asfour estimates 
that the top tax paid by any company 
would not hit 20% of gross profits. 

However, the government does slap 
one requirement on foreign insurers 
which has caused some to suspend op- 
erations there. The foreign insurer 
must invest an appreciable amount of 
his gross earnings in Lebanon in order 
to continue doing business there. 

Mr. Asfour got his training in in- 
surance as a claims clerk in the ship- 
ping department of a large cil com- 
pany. Late last year he helped form 
Mercantile & Maritime Agencies and 
headed its insurance brokerage de- 
partment. Because of national laws 
peculiar to the brokerage business, he 
soon found that not many lines could 
be handled directly. He subsequently 
got in touch with the American Inter- 
national Underwriters regional office 
in Beirut and was named general 
agency representative of Hanover 
Fire. 

Currently making his headquarters 
at AIU in New York, Mr. Asfour is 
here to line up shipping agencies for 
the middle east ports in an attempt to 
increase insurance and freight opera- 
tions for his firm. He’ll stay at least 
until September and possibly indefi- 
nitely if business warrants a New York 
branch-office. 
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OASI Disability Faking Must Be Curbed 


From the standpoint of the insur- 
ance business, one of the few alleviat- 
ing features of the vote-getting scheme 
known as the disability amendments 
to the social security act is the section 
dealing with rehabilitation. It offers at 
least the possibility that claimants 
won’t be able to just sit back on their 
haunches and do nothing more ardu- 
ous than reach for the monthly check 
from social security headquarters. 

The law gives the social security of- 
ficials the right to withhold benefit 
checks if the claimant refuses to take 
advantage of available procedures to 
get himself back into shape so he can 
hold a job. This is something, we be- 
lieve, that the insurance business 
should interest itself in and cooperate 
with intensively. 

Many insurers have already got into 
this work—life companies in connec- 
tion with disability and A&S claim- 
ants, casualty companies in connec- 
tion with workmen’s compensation. It 
is a “natural” for the insurance com- 
panies. 

More important than having the 
know-how or being able to get it 
readily is the need for heading off the 
natural reaction on the part of the 
public that OASI disability is a won- 
derful gravy train, that all you have 
to do is to get yourself declared dis- 
abled and away you go to the sun- 
shine of California or Florida for the 
rest of your days. 

This sort of feeling about OASI dis- 
ability would not only prove extremely 
costly to the taxpayers but would add 
to the pressure on the political dem- 
agogues to keep lowering the age of 
eligibility from the present age 50 and 
to boost the benefits ever higher 
with each succeeding election year. 
The eventual disgust of honest tax- 
payers at this sort of racketeering 
could well endanger the entire social 
security system. 

There will be, at best, tremendous 
political pressure to get the green light 
for cases of dubious disability. Here 
is where the insurance companies can 
render a public service of the utmost 
value, and one that will benefit the 
companies themselves much more 
than it costs them. If the insurance 
companies make it their business to 
interest themselves in making sure 
first, that disability is genuine, and 
then that every claimant with the 
slightest hope of rehabilitation is in 
good faith making use of available fa- 
cilities, then the political pressure will 
be greatly lessened, and so will the 


chances for bribery and other forms 
of under-the-table dealing. 

In nearly every case where scandals 
of this type come to light, as they 
nearly always do, it is not because the 
evil-doers are so clever about covering 
their tracks but because none of the 
better element among the citizenry 
took the time from their daily pursuits 
to see what might be going on. 

Very often it is a crusading news- 
paper that first gets on the scent, the 
way the Chicago Daily News did in 
connection with what the Illinois state 
auditor was doing. But by the time 
even an alert newspaper gets wind of 
something awry, a lot of harm has 
been done and a lot of money has dis- 
appeared. 

What is needed is a continuous in- 
terest, watchdogs that are known to 
be so constantly on the alert that the 
racketeers will choose some less risky 
field to operate in. 

While jobs are easy to get, as they 
are today, the temptation to retire on 
disability at the other taxpayers’ ex- 
pense may not seem like much of an 
incentive to even a fairly pliable con- 
science. But times may not always be 
so good as they are now. Then claims 
go up and the payroll base on which 
OASI taxes are levied takes a nose- 
dive. The best way to head off a rush 
for the gravy train is to create as 
quickly and as definitely as possible 
a concept in the public mind to the 
effect that OASI disability is only for 
the genuinely disabled and that fakers, 
malingerers, exaggerators and loafers 
won’t collect much. Emphasis on 
rehabilitation | procedures—including 
constant pressure to develop new tech- 
niques—will do a lot to create that 
state of mind. 

Even among. conscientious, law- 
abiding citizens a widespread feeling 
that certain forms of dishonesty are 
not so terrible can have a corrosive 
effect. Look at the way people chisel 
on their income taxes wherever they 
can—and not just the racketeers, 
either. Look at how they exaggerate 
their claims against a motorist who 
has caused personai injury or property 
damage. And consider the motorist 
who has a $50 deductible and works 
a rig-up with the garage man to pad 
the bill so the insurance company 
pays the entire cost—deductible and 
all. On the life insurance side, it is 
only necessary to recall how many 
supposedly decent people had no com- 
punctions about claiming total and 
permanent disability when their dis- 


abilities were neither total nor per- 
manent—nor perhaps even actual. 

As an opportunity for something for 
nothing, this new OASI disability pro- 
gram is the richest thing that has 
come along. So few people see the 
dangers in it that it behooves those 
who do—which means the insurance 
fraternity—to do all they can to beat 
back this corrupting influence before 
it gets a real hold and it becomes too 
late to do anything effective. 


PERSONALS 


Kurt Hitke, president of Midland 
Casualty and Kurt Hitke & Co. of Chi- 
cago and Public National of Miami, 
and Mrs. Hitke have left for a five- 
week business and pleasure trip in 
Europe. Mr. Hitke will stop at Lon- 
don to confer with Lloyds underwrit- 
ers and then he and his wife will 
visit Switzerland, Austria and Ger- 
many. 











L. K. Kirk, president of Standard 
Accident and Planet, has been elected 
a director of Michigan F.&M. of the 
Springfield F.&M. group. 


W. R. Dignan, 54, head of W. R. Dig- 
nan Associates, Cincinnati, was seri- 
ously injured when his automobile 
went out of control on a curve. He sus- 
tained a crushed chest and internal 
injuries. 


James C. Hullett, president of Hart- 
ford Fire, has been elected a vice- 
president of Hartford Better Business 
Bureau. 


Ernest A. Carrere, local agent of New 
Orleans, has been elected a director 
of Louisiana Land Exploration Co. 


DEATHS 


WILLIAM N. HEARD SR. 70, presi- 
dent of the Newark insurance broker- 
age firm, Faulhaber & Heard, died at 
his home in Springfield, N. J. He was 
a former president of Casualty & 
Surety Underwriters Assn. of New 
Jersey. 











T. E. COLLINS, 70, local agent at 
Helena, Mont., died of a heart attack. 


JOSEPH C. SMITH, 78, local agent 
of Lebanon, N. H., for 45 years, died 
there after a long illness. 


FREDERIC C. THOMAS, 68, who 
retired in 1953 after 28 years with the 
Kemper companies, died at Miami, 
Fla., of complications following an ap- 
pendectomy. Mr. Thomas joined the 
companies in 1925 as a fire protection 
engineer, later served as a field man, 


and as manager of Lumbermen’s My. 
tual Inspection Bureau. He was electeq 
a vice-president of American Many. 
facturer’s Mutual in 1943. He was also 
vice-president of Building Owner's 
Federation of Mutual Fire Insurance 
Companies. 


JAMES C. ETESON, 87, local agent 
of Medford, Mass., died there. He had 
been associated with his son, Howard, 
in insurance since 1929. 


CARL R. LINDGREN, 73, local agent 
at Campbell, Neb., died there. 


HOMER R. MITCHELL, 85, chair- 
man of Texas Employers, Employers 
Casualty, and Employers National of 
Dallas, died at his home there. 

Mr. Mitchell had helped found the 
companies. He practiced law at Hous- 
ton for seven years until 1903 when he 
started his insurance career by becom- 
ing state manager of Travelers with 
offices in Dallas. When the Texas 
workmen’s compensation law was en- 
acted in 1913, Texas Employers (a mu- 
tual) was created and Mr. Mitchell 
served as actuary to establish a sched- 
ule of premium rating. He was made 
general manager and secretary when 
the company began operations. 

Mr. Mitchell organized Employers 
Casualty in 1920 as an associate com- 
pany to write miscellaneous casualty 
lines. In 1927 he was made president 
of both companies and in 1938 was 
elected chairman. 

He was one of the organizers of a 
life insurance company which later 
merged into the Southland Life, and 
at the time of his death was vice-presi- 
dent and director of Southland. 

One of his sons, Ben H. Mitchell, is 
executive vice-president of Texas Em- 
ployers group, and another son, James 
P. Mitchell, is Houston resident vice- 
president of the companies. 


EDWIN P. WEST, 82, local agent of 
Leesville, S. C., died there after a sud- 
den illness. He represented Equitable 
Fire of South Carolina more than 40 
years. 


JACOB H. GOLDFINE, Bronx in- 
surance broker, died at his home in 
Mount Vernon, N. Y. 


ERNEST W. GRANT, 80, retired 
underwriter of Scottish Union, died in 
Hartford. 


M. P. CAPLAN, chairman of Union 
Mutual of Nebraska, died at Lincoln. 


CARL W. NOREN, 61, Connecticut 
state agent for Home, died at Man- 
chester Memorial hospital, Hartford, 
after a short illness. His insurance 
career started in 1916 with Hartford 
Fire. In 1920 he went with the old 
New England Insurance Exchange as 
a rating inspector and three years later 
became special agent for the Rhode Is- 
land. He was with Globe & Rutgers as 
state agent from 1929 until 1939 when 
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he joined Home in the Connecticut 

field as state agent. He was a past 

president of Connecticut Fire Insur- 
ance Field Club. 


FRANK M. SPEAKMAN, 73, Phila- 
delphia consulting actuary who at one 
time served as consulting actuary for 
Delaware, Arkansas, Alabama and for 
National Assn. of Insurance Com- 
misioners, died at Lankenau hospital, 
Philadelphia. Mr. Speakman was a 
former professor of insurance and busi- 
ness economics at Temple University, 
and was chairman of the legislative 


committees of Conference of Actuaries | 


in Public Practice and Pennslvania 
Fraternal Congress. 


JAMES J. MORAN JR. 46, senior 
examiner of agent and brokers license 
examinations in the Massachusetts in- 
surance department, died at Cam- 
bridge, Mass., after a brief illness. He 
was a broker before going to the in- 
surance department in 1938. 


M. L. HARRIS, 80, local agent at 
East St. Lous, IIll., since 1900, died 
during hospitalization for a heart at- 
tack. His son, L. M. Harris, will con- 
tinue to operate the agency. 


MRS. RUTH MATHEWS, wife of 
James R. Mathews, director of pro- 
motion and editor of American Agency 
Bulletin of National Assn. of Insurance 
Agents, died in Mid Island hospital, 
Beth Page, L. I., after a long illness. 


SMITH HARRISON, 65, vice-presi- 
dent and a director of Seibels, Bruce 
& Co., and also of South Carolina and 
Consolidated American, died in Co- 
lumbia after a three day illness. He 
joined the firm as a file clerk 51 years 
ago at the age of 15. He was chairman 
of the advisory committee of South- 
eastern Underwriters Assn. 


FRANCIS E. GLASGOW, 65, a brok- 
er with the Lawton-Byrne-Bruner 
agency of St. Louis, died at his sum- 
mer home in Barnstable, Cape Cod, 
Mass. Mr. Glasgow had retired about 
five years ago. 








Mass. Increases WC 
Death Benefits 


Gov. Herter of Massachusetts has 
signed a bill increasing from $20 to 
$25 a week the benefits paid to widows 
and children of workers killed in in- 
dustrial accidents. 

Still pending in the legislature is 
another measure which would increase 
workmen’s compensation benefits from 
$35 to $45 a week after the first 13 
weeks, for total disability. 





Mrs. Corey Retires After 38 
Years with Cal. Bureau 


Mrs. H. V. Corey, treasurer of Cal- 
ifornia Inspection Rating Bureau and 
a member of the staff since 1918, has 
retired. Mrs. Corey started as a book- 
keeper and underwriter. 

At a luncheon in her honor, J. F. 





ASSISTANT ACTUARY—A & H Branch of Life 

Company. Must have minimum of 5 exams 

and 5 years Home Office experience. 
$8,000. 





FIRE AND INLAND MARINE MGR.—Large Chi- 
Cago managing agency—8 to 10 years in 
Underwriting necessary. 





$8,000. 
Call or Write 
ED BOYDEN 
CADILLAC EMPLOYMENT AGENCY 
220 South State St. Chicago, Ill. 





WAbash 2-4800 








Morrison, vice-president of Industrial 
Indemnity and chairman of the bu- 
reau’s governing committee, paid trib- 
ute to Mrs. Corey’s 38 years of service 
with the bureau. 





Cherokee Names Minor 
N. C. Field Director 


Cherokee has appointed Minor R. 
Minor field director in North Carolina 
at Raleigh. He will be responsible for 
the development and coordination of 
the company’s agency representation 
in the state. He was formerly special 
agent for Camden Fire in Virginia. 
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Rosengren Named Head 
of Minn. Surety Assn. 


John T. Rosengren of Glens Falls 
has been elected president of Surety 
Assn. of Minnesota. 

Other new officers are Frank Miller 
of Royal-Liverpool group, vice presi- 
dent; William Stack of Fidelity & 
Casualty, secretary, and John D. Fer- 
guson of New Amsterdam Casualty, 
treasurer. 
Dalletield Promoted by Allstate 

Lyle E. Dallefield has been pro- 
moted to budget manager for Allstate. 





He joined the company in 1952 as an 
analyst at Milwaukee and was named 
market research manager at the home 
office in 1953. 





Pacific Coast Claim Executives 

to Hold Annual at Los Angeles 
Pacific Coast Claims Executives 

Assn. will hold its annual convention 

Oct. 8-9 at the Ambassador hotel, Los 

Angeles. E. W. Egle of Gulf is in 

charge of arrangements. 





Insurance Assn. of Los Angeles has 
scheduled a five week course on letter 
writing beginning Nov. 7. 





Time to Mechanize? 




















activities ... 


Hartford Fire Insurance Company 

Hartford Accident and Indemnity Company 

Hartford Live Stock Insurance Company 

Citizens Insurance Company of New Jersey . -. - - + + «+ + 
New York Underwriters Insurance Company ....-.- + ; 
Northwestern Fire and Marine Insurance eaeinnd 

Twin City Fire Insurance Company .. . .- aks ee ee 


IF YOUR BOOKKEEPING PROBLEMS are 
multiplying because of increased premium volume. 
If outgrown accounting methods have you chained 
to your desk with less time for sales-agency 


If you’re undecided whether to hire another girl 
or invest in a bookkeeping machine . . . 


Chances are you’d like to know how other agents 
have solved this important problem — what types 
of machines they purchased — costs — results... 


Be sure to send today for your free copy of the 
article “Can A Machine Do It Better? Quicker? 
Cheaper?” This informative reprint based on the 
recent HARTFORD AGENT Office Management 
study cites case history experiences . . . shows how 
other agents figured out the bookkeeping problems 
that are bothering you! 


Year in and year out you'll do well with the 


Hartford 




















Hartford 15, Connecticut 
New York 38, New York 


. Minneapolis 2, Minnesota 
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Traders & General to 
Withdraw from Cal. 


Traders & General of Dallas is with- 
drawing from California effective 
Sept. 15 because of unfavorable ex- 
perience. Present policies will be al- 
lowed to run to expiration but agents 
are being advised they may replace 
them in other companies on a pro-rata 
cancellation basis. 


Allied Adjusters 


Acquires Decker Firm 


Allied Adjusters of Baltimore has 
acquired Mark R. Decker Sons, mul- 
tiple line adjusting organization at 
Newark and New Brunswick, N. J., 
and has appointed Drew C. Briner ex- 
ecutive adjuster in New Jersey. 

Mark R. Decker of the Decker or- 
ganization will manage the New 
Brunswick office, and Thomas J. 
Decker will be manager at Newark. 
Operations will be carried on under 
Allied Adjusters’ name. 

Mr. Briner was with General Ad- 
justment Bureau for 27 years and was 
most recently general adjuster in 
northern New Jersey. His new head- 
quarters will be at Newark. 








Hoosier Casualty Promotes 
Three at Home Office 


Hoosier Casualty of Indianapolis has 
made three home office promotions. 

Harold A. Moore, formerly assistant 
manager of the A&S department, has 
been named manager to succeed C. 
Norman Green, secretary-treasurer of 
the company. 

R. E. Eppich, with the company since 
1938 and most recently supervisor of 
A&S underwriting, has been named 
assistant manager, and Frank E. Pow- 
ell, formerly assistant to Mr. Eppich, 
succeeds him as supervisor. 


——... 
——— 


Auto Liability Rates 
Revised in Florida 


National Bureau and Mutual Insur- 
ance Rating Bureau have revised pri- 
vate automobile liability rates in Flor. 
ida, effective Aug. 15. 

For some cars, without male opera- 
tors under 25 years old, rates are re. 
duced from $1 to $11 while for others, 
rates are increased from $2 to $10. The 
rates on cars with unmarried male 
drivers under 25 have been increased 
from $13 to $39 in all territories. Lesser 
increases of from $1 to $8 have been 
introduced in all territories, except 
Jacksonville, for automobiles operated 
by male drivers under 25, who are 
neither owners nor principal operators, 
and also for automobiles owned or op- 
erated by married male drivers under 
25. Rates in the Jacksonville territory 
have been lowered $2. 

Car owners qualifying for farmer 
rates will continue to receive a dis- 
count of approximately 20% from the 
rates that would otherwise apply to 
their private passenger cars. 





Standard Accident Names 
Needham at Cleveland 


John D. Needham has been named 
office supervisor at Cleveland for 
Standard Accident and Planet. He 
joined the company in 1953 as an un- 
derwriter at the home office and was 
transferred to the casualty underwrit- 
ing department at Cleveland in 1955, 





Aparton Joins Security 


Security-Connecticut group has 
named Jerome Aparton special agent 
in the San Jose-south coast territory. 
He has been special agent for Swett 
& Crawford and district manager for 
the Kemper companies. 








Dubuque F&M MULTIPLE LINE FACILITIES 
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Mean More Business... More Profit! 


Dubuque F&M’s multiple line facilities—available most 
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for a better 
understanding... 


this advertisement appears in color in: 


BUSINESS WEEK—Sept. 8; NEWSWEEK—Sept. 17; 

TIME—Sept. 17; U. S. NEWS & WORLD REPORT—Sept. 28; 
NATION'S BUSINESS—October; TOWN JOURNAL—October; 
AMERICAN HOME—October; BETTER HOMES & GARDENS—October. | 
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everywhere—mean new prospects, new profits for you. | 
Now, you can sell insurance across the board: | 

Multiple lines open new doors daily. Sale of one | 
policy is the beginning... not the end. | 


And, you have the 73-year reputation of Dubuque 
Fire and Marine Insuran¢ge Company behind you 
... all the way. It’ a reputation for fairness 

and reljability, backed by millions in resources. 







[Write for information today, or call yout® 
: Dubuque representative. 
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N. I. Raises Benefits 
in WC from $30 to 
$40 in All Classes 


Gov. Meyner of New Jersey has 
signed a workmen’s compensation bill 
which raises maximum benefits in all 
classes from $30 to $40, effective Jan. 
' In addition the new law substitutes 
a graduated wage and compensation 
schedule for figuring benefits in place 
of the traditional formula of two- 
thirds of the weekly wage. The sched- 
ule ranges from $10 minimum com- 
pensation for a $15 or less weekly 
wage to the $40 maximum for a $67.51 
or more weekly wage. 

The new legislation also separates 
permanent partial disabilities from 
permanent total disabilities, putting a 
$35 weekly compensation ceiling on 
the former. A 26-week waiting period 
is also required before the latter bene- 
fits start. 

The new act liberalizes the periods 
of payment for specified partial dis- 
abilities and encompasses numerous 
editorial changes. 





NAMIA Publishes New 


Agent Promotion Booklet 


What Do You Want from Your In- 
surance Agent is the title of a new 
brochure published by National Assn. 
of Mutual Insurance Agents that tells 
in layman’s terms what a policyholder 
can and ought to expect from his in- 
surance agent. 

The booklet tells how and why the 
local agent serves his customers. It 
tells how important the advice of a 
specialist is to a man who. wants to 
protect what he has from all sorts of 
hazards. The brochure will be offered 
at cost to members as an advertising 
aid. It is the result of the promotional 
work being carried on by the associa- 
tion’s company-agents advisory con- 
ference. 





Allstate Names Heinrich 


State Filing Director 


William J. Heinrich, assistant secre- 
tary Allstate, has been named state 
filing director. He will head the de- 
partment responsible for preparation 
of rates and other data for submission 
to state insurance officials. Mr. Hein- 
rich joined Allstate in 1951 as rating 
division manager and was made as- 
sistant secretary in 1952. He became 
manager of the national accounts di- 
vision in 1953. Prior to joining Allstate 
he had been assistant secretary of 
National Bureau of Casualty Under- 
writers. 





Kruzan, Walsh Promoted 
by Continental Casualty 


William Kruzan, formerly south- 
eastern regional manager for Contin- 
ental Casualty, has been transferred 
to Chicago as production manager. 

Paul Walsh has been transferred to 
Atlanta to succeed Mr. Kruzan. 


Revised N. Y. WC Pamphlet Ready 

Assn. of Casualty & Surety Compan- 
ies has published a new edition of the 
New York workmen’s compensation 
law pamphlet, which contains a digest 
and complete text of the law, pertinent 
Supplementary laws and all amend- 
ments enacted in the 1956 legislature. 
The pamphlet is available from the 
association at 60 John street, New 
York, 38. 








Walgren Promoted by Allstate 
John H. Walgren, manager of the 
Kansas City regional office of All- 
State, has been promoted to automo- 
bile underwriting director at the home 
office. He joined Allstate in 1939 as an 


underwriter, became underwriting 
manager of the Pennsylvania office 
in 1941 and operating service manager 
of the home office in 1947. He was 
named resident manager at Kansas 
City in 1948. 





E. H. Cushing has been promoted to 
services manager of the midwest zone 
territory of Allstate. He joined All- 
state in 1952 at Indianapolis, became 
operating manager there in 1953, serv- 
ices manager in 1954, and was made 
operating manager of the midwest 
zone in 1955. 


Hartford Steam 
Boiler’s Half 
Year Profits Off 


Hartford Steam Boiler wrote prem- 
iums of $9,521,000 in the first six 
months of this year compared to $9,- 
185,000 during the same period last 
year, but underwriting profit dropped 
to $929,000 from $1,871,000. 

Lyman B. Brainerd, president, said 
that the decrease in underwriting gains 
was due principally to larger losses. 


He added that a $782,000 decrease in 
policyholders’ surplus from the $23,- 
533.000 figure at the end of the first six 
months of 1955 was caused by de- 
creases in the company’s investments 
and an increase in the amount of un- 
collected premiums on insurance in 
force prior to April 1. 





Hartford Fire has started a $200,000 
alteration project in the basement of 
its Hartford headquarters for the sub- 
sequent relocation of its employe 
cafeteria. 
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Controllers’ Units 
Name New Officers 


Several of the branches, called con- 
trols, of Controllers Institute of Amer- 
ica have named new officers. 

Henry F. Chadeayne, treasurer of 
General American Life, has been 
elected president of the St. Louis con- 
trol of Controllers Institute of Ameri- 
ca. Fred H. Schlichting, treasurer of 
Cravens, Dargan & Co., has been 
elected to the similar office of the 
Houston control. 

At the annual meeting of the Chi- 
cago control Herbert F. Walton, vice- 
president of Allstate, was named pres- 
ident. 

The new committees vice-president 
of the Long Island control is Paul G. 
Drescher, vice-president, and control- 
ler of Associated Hospital Service of 
New York. 

In Chattanooga, Glenn A. Johnson, 
controller of Provident Life & Acci- 
dent, was named vice-president. Ed- 
ward J. Stuewe, controller of Unity 
Life & Accident, was elected secretary 
of Syracuse control. 

New officers of the San Francisco 
control include Richard F. Tharp, con- 
troller of Fireman’s Fund, who was 
elected secretary. 

Directors of local controls in their 
respective areas are Jerome H. Gales, 
secretary of Lewis Grinnan Co., Dallas; 
John E. Keltner, vice-president and 
controller of Nationwide, and B. J. 
Mertz, controller of Buckeye Union 
Casualty, Columbus, O.; William R. 
Phelan, controller of U.S.F.&G., Balti- 
more; and Charles W. Saddington, 
chief accountant of Confederation Life, 
Toronto. 


Cantey Named Acting 


Head of Ga. Bureau 


Southeastern Underwriters Assn. has 
named L. V. Cantey acting manager of 
Georgia Inspection & Rating Bureau, 
succeeding E. H. Dennington who has 
retired after 50 years with the bureau. 
Robert P. Harris and Henry R. Treece 
were named assistant manager’s and 
Grayson H. Parker has been appointed 
bureau engineer. 

Mr. Cantey is on temporary leave 
from Alabama Inspection & Rating 
Bureau where he is assistant manager. 

Mr. Harris started with SEUA as 
an engineer in 1940 and has been with 
the Georgia bureau since February. 
Mr. Treece started with the Georgia 
bureau in 1953. Mr. Parker started 
with SEUA in 1948 and transferred to 
the Georgia bureau in February. 


Bill Vetoed Giving 
WC to Jobless Worker 


- The Massachusetts legislature passed 
a bill, vetoed by Gov. Herter, which 
would have required payment of work- 
men’s compensation benefits be con- 
tinued if a recovered worker was not 
rehired. The governor said it would 
violate the principle of the law which 
is reimbursement for injury, it would 
require payment when there may have 
been no injury or the individual 
has recovered, the mere filing of a 
claim might force payment under the 
measure, and there would be no limit 
oe the money would have to be 
paid. 








Brainard Named Director 


Morgan B. Brainard Jr., vice-presi- 
dent and assistant treasurer of Aetna 
Life group, has been elected a director 
of Aetna Life and Aetna Casualty to 
fill the unexpired term of the late 
Frederick B. Rentschler. 

Mr. Brainard joined Aetna Life in 
1927 and was appointed assistant 
treasurer in 1935. He was later named 


to similar posts at Aetna Casualty and 
Standard Fire. He has been vice- 
president of the group since 1948. 





Perkiomen Mutual 


Becomes Multiple Line 


Perkiomen Mutual has adopted a 
multiple line charter and will immed- 
iately begin writing homeowners pol- 
icies. Three new directors elected are 
Joseph E. Colen, president of Ma- 
chines Metals Co. of Norristown, Pa., 
William Elliott, president, and Ronald 
J. Young, manager of securities, both 
of Philadelphia Life. 


Cal. Surety Claims 
Assn. Elects Williams 


Surety Claims Assn. of California 
has elected Richard A. Williams of 
Fidelity & Deposit president. 

Other new officers are George Busch 
of Firemans Fund, vice-president; 
George G. Leacher of American Sure- 
ty, secretary, and Joseph L. Devincen- 
zi of Maryland Casualty, treasurer. 





Lowell, Mass., Agents Elect 
Lowell (Mass.) Assn. of Insurance 
Agents has elected Thomas J. Mark- 


—— 


ham president, Raymond A. W, 

vice-president, John F. Gleason see. 
retary and Charles Grasse Jr. treas. 
urer. 


GAB Promotes Dunbar 


K. H. C. Dunbar has been nameg 
general adjuster at Los Angeles fo 
General Adjustment Bureau. 

Mr. Dunbar joined GAB in 1926 ang 
was branch manager at Phoenix be. 
fore being transferred to Los Angeles 
where he served for many years ag 
senior adjuster. 

GAB has also moved its Greeley 
Colo., branch to 1402 Eighth avenue. ’ 











Announcing...the First 


DORN ULUG 


Flame tests prove its fire-snuffing ability 


This photo shows the instant 
combustion taking place when 
a conventional hydraulic oil of 
mineral oil type is atomized over 


a Bunsen burner. 


In this photo, Shell Irus Fluid 
902 replaces the mineral oil. 
Note that there is no ignition. 

















SHELL IRUS FLUID 902 
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Wornall Gets Added 
Post with Employers Re 


John B. Wornall Jr., treasurer and 
director of Employers Re, has also 
peen elected secretary to succeed S. L. 
Stebbins, who retired. 

Mr. Wornall joined Employers Re in 
1926 and served as assistant treasurer 
from 1930 until 1951. 


Vv. T. Siewert, head of the Siewert 
Agency at Wisconsin Rapids, Wis., has 
retired after 20 years of active man- 
agement and has appointed his son, 
John T. Siewert, to succeed him. The 


agency will soon move to new offices 
at 350 West Grand avenue. 


National Union Fire 
Promotes 2 in So. Cal. 


National Union Fire has named War- 
ren A. Newton casualty supervisor 
for the southern California office and 
Kent Michaelson claims manager there. 

Mr. Newton had previously been 
casualty manager for Founders at Los 
Angeles and prior to that was with Pa- 
cific Employers. 


Allstate Has No Plans 
for Starting Life Sales 


Recent reports predicting that All- 
state, as a subsidiary of Sears, Roebuck 
& Co., plans to enter the life business 
were labeled this week as “wild ru- 
mors without basis of fact.” 

A spokesman for Allstate said the 
company has no plans for entering the 
life business either now or in the fore- 
seeable future. He also explained that 
it is highly unlikely that Sears would 
consider entering the life business in- 
dependent of Allstate since Allstate, 





Oil-Base fire-resistant 
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Photo courtesy a 
Hydraulic Press Mfg. Co., and MACHINERY 


| THREE YEARS of intensive research, 
field application and evaluation, Shell Irus 
Fluid 902 is now commercially available for 
use in industrial hydraulic systems. While its 
cost is far lower than other fire-resistant fluids, 


its performance is comparable. 


No major modification of equipment is 
necessary. Shell Irus Fluid 902 is a special 
formulation containing no corrosive ingredi- 
ents... no adverse effect on seals or fittings. 


SHELL OIL COMPANY 


50 WEST 50 STREET, NEW YORK 20, NEW YORK 


100 BUSH STREET, SAN FRANCISCO 6, CALIFORNIA 
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for details. 


Name 


It is a direct replacement for hydraulic oils 
now in service. 


Noncorrosive, and nonrusting. Steel and 
copper panels immersed in Irus Fluid 902 for 
one week at 160°F have shown no significant 
signs of corrosion. Rusting has not been a 
problem in long-continued field tests. 


This is an efficient fire-snuffing hydraulic 
fluid that can be widely used. Send coupon 


SHELL Orn, COMPANY 
50 West 50th St. or 
New York 20, N. Y. 
Please send me test data and information on 
Shell Irus Fluid 902. 


100 Bush St. 
San Francisco 6, Cal. 
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as an auto insurer, has long been the 
successful insurance arm of Sears. 

A recent edition of the house organ 
of Colorado Assn. of Insurance Agents 
reported that Sears soon would be sell- 
ing life insurance “over the counter” 
in its stores as it now markets casualty 
coverage. The Allstate spokesman dis- 
counted this report and pointed out 
that it is not Sears clerks but Allstate 
agents that sell Allstate insurance 
over the counter in Sears stores. 

Sears was in the life business many 
years ago for a short time with Her- 
cules Life, but that was a mail-order 
operation and not a success. Specula- 
tion that Allstate plans to enter the life 
business was generated recently when 
Allstate engaged in litigation to pre- 
vent a new Texas life company from 
calling itself All States Life. 





Minn. Agents, Companies 


Praised for Driver Training 


Minnesota Assn. of Insurance Agents 
and insurance companies in the state 
have been credited with providing 
class-room and behind the wheel in- 
structions in driving for more than 
20,000 Minnesota school children in a 
report by E. C. Engum, director of ele- 
mentary and secondary schools of the 
state department of education. 

Mr. Engum reported that 397 of Min- 
nesota’s 461 high schools are now of- 
fering class room instructions in driv- 
ing and 354 schools offer some actual 
instruction behind the wheel. In ad- 
dition to the students, 2,146 adults re- 
ceived driver training in public schools 
during the past year. 

Since driver training was inaugur- 
ated with the support of insurance 
companies and agents in 1949 there 
has been a steady increase in the num-~ 
ber of students taking the training. 





Los Angeles Schools Offer 


Insurance Courses 


Courses designed to prepare students 
for examinations for licenses as agents 
and solicitors have been instituted by 
the Los Angeles board of education and 
will begin in September. Four of the 
schools have been approved by the 
California department while the course 
at the fifth school is being reviewed 
for approval. 

Institutions which have received ap- 
proval and the courses they will offer 
are: Los Angeles City College—insur- 
ance principles, fire and marine in- 
surance and casualty insurance; Los 
Angeles Valley Junior College—prin- 
ciples of insurance; Metropolitan Eve- 
ning School of Business—fundamen- 
tals of insurance. Los Angeles Junior 
College of Business—casualty and 
surety insurance and fire and marine 
insurance. 

Los Angeles Adult School will offer 
a course in principles of insurance if 
approval is given by the department. 





S.D. Agents Endorse Holm, 


Beardsley for Commissioner 


South Dakota Assn. of Insurance 
Agents has recommended the appoint- 
ment of George Holm of Rapid City 
or Edward Beardsley of Sioux Falls 
to the post of insurance commissioner 
to succeed George Burt, who resigned 
recently to enter private business. 





Bray to Meridian Mutual 


Keith Bray has been appointed to 
the agency department of Meridian 
Mutual. 

Mr. Bray was formerly with Pre- 
ferred Risk Mutual of Des Moines. 





Farmers Mutual Insurance Associa- 
tion of Darlington county, S. C., has 
reelected R. Douglas Coggeshall presi- 
dent and all other officers and di- 
rectors. 
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Brokers Important Cog in N.Y. Life Group Sales 


(CONTINUED FROM PAGE 15) 





tion, etc. He then turned it over to 
the group field man who prepared a 
proposal, estimated costs and made 
recommendations. The proposal, some- 
times in cases of large operations, is 
referred to the home office for study, 
special computations and decisions. 
The proposal is a sales document which 
presents the plan for the employer, ex- 
plains the coverages and shows the 


cost. The proposed plan, in the case at 
point, included for each covered em- 
ploye $1,500 life insurance, $1,500 ac- 
cidental death and dismemberment, 
$35 loss of time weekly indemnity, hos- 
pital expenses up to $120 for extras 
and $12 a day for room and board for 
30 days, surgical expenses according 
to schedule with a limit of $300 and 
doctors’ visits up to $5 per visit. 


The total monthly cost for hospital, 
surgical and medical expense per em- 
ploye, after size discount, was $2.52. 
The total monthly cost for hospital and 
surgical expense per dependent unit, 
after size discount, was $5.29 per em- 
ploye. The rates for the casualty 
coverages, shown after size discounts, 
reflected a 12% premium volume dis- 
count, based on the assumption of the 
indicated premiums of $5,376 per 
month and on the agreement that the 
plan was to be administered under the 
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short method accounting procedure 
The proposal also showed a 10-year 
predicted breakdown of the $645} 
per year premium to illustrate diyj. 
dend and retention. 

New York Life prepared an apn. 
nouncement letter and an employe 
booklet explaining to the employes 
what their benefits were. The group 
field man helped enroll the employes 
in the plan and followed up after the 
contract was signed to enlist new em. 
ployes. The field man and the broker 
presented the plan to the firm, with 
the field man answering questions 
from employer and employes. After 
the sale was completed, the group of. 
fice kept in close touch with the jn. 
stalled case to keep the plan running 
smoothly and satisfactorily for both 
employe and employer. The broker's 
first year commission on this particy- 
lar contract was on the level scale and 
ran close to $1,500 per year for ten 
years. 

What makes New York Life’s group 
plans so saleable for the broker? The 
company believes it is one of the few 
group companies that truly gives 
nationwide service with its group sales 
organization extending through the 
U. S. and Canada. The group de- 
partment administers its contracts at 
the lowest possible cost consistent with 
safety. Because of the company’s mu- 
tual foundation, premiums not needéd 
in the conduct of business are returned 
to the policyholder in the form of 
dividends. New York Life also points 
to its modern contracts, prompt pay- 
ment of claims and broad coverages. 

In addition to the group covers al- 
ready outlined, the company also writes 
creditors group life, paid up group 
life, group polio expense, group diag- 
nostic x-ray and laboratory expense, 
group supplementary accident expense 
and group annuities. 

+ e e 

To stimulate and create the demand 
for group covers, New York Life uses 
page ads in black and white in nation- 
al, business, trade and some labor mag- 
azines. This is backed up with direct 
mail promotions and flyers to the 
brokers themselves. In addition, the 
company has produced a primer book 
on group cover called Answers to 
Questions Agents Ask About Group 
Insurance, which tells the agent how 
to ferret out prospects for group cover, 
explains the various covers to him 
and tells him which form and sales 
materials are available for field use. 

The booklet describes the three gen- 
eral types of group plans as the level 
plan, in which all employes are in- 
sured for the same amount of bene- 
fits, such as was used in the fore- 
going illustration; an occupation plan, 
in which employes are classified by 
occupation, and the amounts of bene- 
fits and amounts of contribution are 
scaled accordingly; and the earnings 
plan, in which the amounts of bene- 
fits and amounts of employe contri- 
bution are based on the earnings of 
the employe. In the latter, more pop- 
lar plan, increases in insurance take 
place automatically when an employe 
moves into a higher earnings bracket. 
Designed primarily for company agent 
use, the book nevertheless has been 
valuable to brokers in formulating 
group plans for clients in many dif- 
ferent businesses and industries. 

Mr, Troth joined Home Life in 1940 
as supervisor of publications, editing 
the company’s employe-agent mag- 
azine. Following army service, he re- 
turned to Home Life in 1946 as man- 
ager of field service and then went 
to New York Life in 1951 as director 
of group sales promotion. 
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Flood Cover Framework 
Under Development 


In signing the flood insurance bill, 
president Eisenhower issued a state- 
ment in which he declared that the 
act does not propose putting the fed- 
eral government permanently into the 
flood insurance business. 

On the contrary, he added, it pro- 
vides for the government to lead the 
way on a basis that will enable this 
field of responsibility to be absorbed 
into private insurance in the shortest 
possible time. 

In connection with a_ statement 
about planning for the new program, 
Housing & Home Finance Agency dis- 
tributed the President’s statement and 
a summary of provisions of the bill. 

Frank J. Meistrell, acting adminis- 
trator of the agency, pointed out that 
it will take several months to develop 
the basic framework for the program 
before actual operations can begin. 

Agency task forces are at work 
making studies and developing plans 
for the program. A separate operating 
constituent will be set up to carry out 
the responsibilities given the HHFA 
administrator under the act. In addi- 
tion, extensive research and data of a 
specialized kind must be developed as 
a basis for establishing fees to be 
charged for coverage on different prop- 
erties in different areas. Congress, he 
said, has appropriated $500,000 for 
planning and development work. 

The agency expects to utilize the 
services of private insurers to the full- 
est degree possible in making the new 
protection available, he said, and it is 
calling on the private insurance busi- 
ness for its fullest cooperation and sup- 
port. 

He urged state and local authorities 
and officials to familiarize themselves 
with the new act as soon as possible 
and to begin consideration of any or 
other actions that may be needed for 
financing and flood zoning require- 
ments of the act. 





Ga. College to Open 
New Insurance Center 


A new insurance center has been 
established as a part of the expansion 
program of the insurance department 
of the school of business administra- 
tion of Georgia State college, Atlanta. 
The center is the latest development 
ina joint program with the insurance 
business in Georgia. A reception mark- 
ing the opening of the center was 
scheduled for this week, sponsored by 
Insurance Library Assn. of Atlanta 
and the college’s school of business ad- 
minstration. 

The basic objective of the new cen- 
ter is to cordinate education programs 
of the insurance business of the area 
with the academic program and other 
activities in insurance of the college. 

The center will house the adminis- 


trative offices of the insurance library - 


association, the school’s insurance de- 
partment, an insurance reading room 
and classroom facilities. The center is 
located in the former presidential of- 
fices of the Ivy street building of the 
college. 

Other than the regular classes, the 
class rooms in the center will also be 
used by Georgia chapter of CPCU, At- 
lanta chapter of CLU, and Atlanta Life 
Underwriters Assn. 

Dr. Kenneth Black Jr. is chairman 
of the insurance department of the col- 
lege’s school of business. 





Added WC Medical Fee Charge 


New York workmen’s compensation 
board has issued a bulletin to com- 
panies and self insured employers, ad- 
ding a $15 charge in the medical fee 
schedule for assistant to the surgeon. 
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The section also provides that in a 
hospital with an interne or a resident 
staff no charge is to be made unless 
the superintendent of the hospital or 
another comparable hospital official 
certifies that neither an interne or a 
resident was available to assist at the 
operation. 





Reserve of Chicago Names 
Three Vice-Presidents 


Reserve of Chicago has elected three 
vice-presidents. They are Ralph F. 
Colton, assistant to the president; Ken- 
neth F. Cooke, agency superintendent, 
and Charles R. Hesse, eastern region 
representative. 

The company also promoted Ted 
Cichonski to controller. 





Muenter Retires from 


American West Coast Post 


August F. Muenter, chief under- 
writer in the Pacific department of 
American, has retired after more than 
40 years in insurance. 

Mr. Muenter began his career with 
Firemens Fund and was with Indiana 
Lumbermens in the northern Califor- 
nia field before joining American. 


TV Commentator to 
Speak at NAIA Annual 


Frank Blair, news commentator on 
Dave Garroway’s Today TV show, will 
be one of the featured speakers at the 
workshop session devoted to advertis- 
ing at the annual convention of Na- 
tional Assn. of Insurance Agents in 
New York City Sept. 17-19. 

Mr. Blair interviewed Kenneth Ross 
of Arkansas City, Kan., NAIA presi- 
dent, on the TV program June 1 and a 
kinescope showing of this interview 
will precede Mr. Blair’s talk. 

Other featured speakers during the 
workshop will be Halsey Barrett of 
TV bureau of advertising, who will 
discuss the role of TV in the. local 
agent’s advertising plans and Sherril 
Taylor of Radio Bureau of Advertising, 
who will discuss the importance of ra- 
dio advertising to the local agent. 

How local agents associations can 
advertise effectively in a newspaper 
will be explained by Sydney A. De- 
Roner of Essex County (N.J.) Assn. of 
Insurance Agents whose group recent- 
ly won the top advertising award of 


insurance advertising conference. 

A presentation on the newspaper in 
the agents advertising plans will be 
given by Jerry Davidson of the Bu- 
reau of advertising of American 
Newspaper Publishers Assn. 

In addition, Frederick W. Wester- 
velt Jr., manager of the public relations 
department of National Board, will ex- 
plain the organization’s plans for 
the fall and winter advertising pro- 
gram which is designed to highlight 
the local agent’s part in the economy 
of the nation. 

As a wrap-up on the session, John 
C. Stott of Norwich, N. Y., chairman 
of the NAIA public relations commit- 
tee, will announce the winners of the 
recently completed $1,500 slogan and 
emblem contest sponsored by NATA. 


Harris to Dallas for 


American-Associated ~- 


Carl J. Harris has been named un- 
derwriting supervisor for American- 
Associated at Dallas. 

Mr. Harris, formerly a head office 
supervising underwriter, joined the 
companies in 1954 after three years as 
a special agent for Hartford Accident. 





NAME 


“You can please everyone — we did!” 


... says Broker William J. Gourley (left) of 
Cleveland, Ohio, shown here with Mr. Earl Bergmann 
(seated), President of Sealy Incorporated, 

Mr. H. G. Hager, Sr., Sealy Plant Manager, 

and Jack Sewell, Brokerage Manager of 

Prudential’s Cleveland Shore Agency. 


“Tn selling a Group Life policy with Sickness and Accident 
benefits to Posture Products Incorporated, a division of the 
Sealy Mattress Company of Massillon, Ohio, we wanted to 
satisfy everyone—management, employees and union. 

It was a tough job but the splendid cooperation I got from 
Prudential’s Brokerage and Group Departments made it possible. 


After a few meetings, we were able to please everyone concerned. 


And I needn’t tell you how pleased I was to get all this wonderful 


help and still receive the fud/ commission!” 
You'll enjoy YOU ARE THERE, Sundays, CBS-TV 


TO: BROKERAGE SERVICE e THE PRUDENTIAL, NEWARK 1, N. J. 


! 

; . 
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Fireman's Fund Makes 
Field Changes in 
Three Departments 


Fireman’s Fund group has recently 
made several appointments, transfers 
and changes in the field staffs of its 
southern, western and Pacific depart- 
ments. 

In the southern department, Preston 
E. Gibson Jr. has been named special 
agent for northern Florida with head- 
quarters at Tallahassee. Mr. Gibson 
has more than six years of field ex- 
perience. 

John E. Lundy has been named spec- 
ial agent for southeast Virginia with 
headquarters at the group’s new serv- 
ice office at 201 East Plume street, 
Norfolk. Mr. Lundy had six years of 
field experience before joining Fire- 
man’s Fund. 

In the western department, H. E. 
Schwenke, special agent at Milwaukee, 
has been transferred to the northwest- 
ern Illinois field with headquarters at 
Rockford to succeed Howard Durbin, 
who has joined a local agency at St. 
Louis. 

Charles W. Raub has been named 
special agent in Indiana with head- 
quarters at Indianapolis. 

In the Pacific department, John E. 
Holtz has been named special agent 
for the Oakland area with headquarters 
at Oakland. He joined the group in 1952 
and was previously senior fire engi- 
neer in the production and engineer- 
ing division at San Francisco. 

Gerald A. Sauvageau joined the 
group as special agent for Montana 
with headquarters at Great Falls. 

Albert F. Lauck, with the group in 
the indemnity underwriting depart- 
ment at San Francisco since 1952, has 
been named special agent for New 
Mexico with headquarters at Albu- 
querque. 


Dimock to Ga. Field 
for Security-Conn. 


Security-Connecticut has appointed 
Joseph J. Dimock state agent in 
Georgia at Atlanta. He was previously 
Georgia state agent of Southwest Gen- 
eral. He is an instructor in marine 
and allied lines for the Georgia Assn. 
of Insurance Agents’ school. 


Buffalo to Hold 


Seminar for Field Men 


Buffalo will hold a week-long field 
seminar starting Aug. 19 for 30 field 
supervisors operating throughout the 
U. S. and Canada. Victor T. Ehre, pres- 
ident, will direct the program. 

The program will include courses on 
underwriting, planning and adminis- 
tration, agency management, produc- 
tion, sales, advertising and public re- 
lations 


Heston to Cal. Field 


for National of Hartford 


Clifford D. Heston has been named 
special agent in central California for 
National of Hartford group. He will 
be associated with Special Agent J. L. 
O’Keefe and will have headquarters 
at San Jose. Mr. Heston has had sev- 
eral years of field experience in the 
Pacific territory. 














Hamrick in N.C. for Blue Ridge 

L. D. Hamrick has been named spe- 
cial agent in western North Carolina 
for Blue Ridge. He has been in train- 


ing at the company’s home office for 
two years after graduating from the 
University of North Carolina. 


Hartford A.&I. Names 


Milwaukee Special 


Ernest A. Stelzel has been named 
special agent of Hartford Accident at 
Milwaukee. He joined the company in 
1952 as an underwriter in the home 
office liability department. Subse- 
quently he served as an adjuster in 
the bond claim department and was a 
special agent trainee in the agents 
service department at Hartford. 








Holland-America Names 
McGurk in Illinois Field 


Frank J. McGurk has joined Hol- 
land-America as Illinois field man with 
headquarters in the Board of Trade 
building, Chicago. He has been in the 
field for 10 years, starting with Loyal- 
ty group in Illinois. For the last three 
years he has been traveling Illinois as 
a multiple line field man for Glens 
Falls. 

Holland-America is licensed in 16 
states. It began business Jan. 1. Op- 
penheimer Associated Underwriters at 
Kansas City are managers. 





Hartford Fire Names 
Dahl in Michigan 


John P. Dahl has been appointed 
special agent in Michigan by Hartford 
Fire. He has been with the company 
since 1950, and the past two years has 
been special agent at Milwaukee. He 
previously was an underwriter in the 
western department. 


Two to Cal. Field for 


Industrial Indemnity 


John W. Morrissey and Donald C. 
Elliott Jr. have been appointed special 
agents for Industrial Indemnity. 

Mr. Morrissey, formerly an under- 
writer at Los Angeles, will handle the 
San Diego territory formerly traveled 
by David C. Snow, who has been 
named fire manager at Fresno. Mr. 
Morrissey has more than seven years 
of experience in the southern Cali- 
fornia field and joined Industrial In- 
demnity in 1955. Mr. Elliott, formerly 
supervising underwriter at San Fran- 
cisco, will handle the San Jose terri- 
tory. He has nine years experience 
and has been with Industrial Indemn- 
nity since 1953. 





Bradshaw to Missouri 


for New Hampshire Fire 


Jacob L. Bradshaw has been named 
state agent in eastern Missouri for 
New Hampshire Fire. 

Mr. Bradshaw was formerly mana- 
ger of the fire and marine department 
at St. Louis for Maryland Casualty 
and prior to that had been a special 
agent in eastern Missouri for Ameri- 
can. 


Providence Washington 


Names Bess in Indiana 


Providence Washington has appoint- 
ed Warren R. Bess as Indiana state 
agent. Mr. Bess has had previous local 
agency experience and prior to joining 
Providence Washington, he was special 
agent in Indiana for American and At- 
las Assurance. 


St. Paul F.4M. Transfers Dressel 
St. Paul F.&M. has named Melvin 
Dressel state agent for Michigan with 
headquarters at Grand Rapids. 
Mr. Dressel, who joined the company 
in 1948, has been state agent for Col- 
orado since 1950. 








Syracuse Outing Sept. 11 

Syracuse, N. Y., Field Club will hold 
its annual outing Sept. 11 at Skaneatel- 
es country club, Skaneateles, N. Y. 


A&$ 


New Underwriting Book 
Helps Agents Evaluate 
Risks in the Field 


In keeping with the growing interest 
of more and more companies in pro- 
viding accident and sickness coverages 
for impaired and substandard risks, 
the Accident and Health Bulletins de- 
partment of the National Underwrit- 
er Company, has just published The 
Accident & Sickness Field Underwrit- 
ing Guide, a handy risk evaluator for 
use by the agent right at the time of 
the application. Its author is J. Hesser 
Walraven, assistant to the president of 
Craftsman, and formerly with Conti- 
nental Casualty in its intermediate di- 
vision, in which he held positions as 
eastern supervisor and as assistant su- 
perintendent of agents. 

The book is convenient, concise, and 
compact, for quick use in the field. In 
its 60 pages it lists alphabetically more 
than 800 diseases, impairments, and 
conditions. It describes each one brief- 
ly and a quick-reference code suggests 
the field underwriting action and data 
required for evaluation of the risk in 
applying for combined accident and 
sickness loss-of-time coverage, for ac- 
cident coverage only, and for hospital 
expense coverage. Its purpose is to 
save the agent time and work in the 
field, to help reduce his ratio of re- 
jects, and to help in expediting under- 
writing department procedure. 

The guide is the same handy size as 
the popular Handbook of Accident & 
Sickness Insurance published by the 
National Underwriter Company. It 
was designed so that it can be easily 
carried—it has a heavy paper cover 
and weighs only about three ounces. 
Its single-copy price is $1.50, with re- 
ductions for quantities. 








Wis. to Hold Public 
Hearing on A&S Ad Code 


Commissioner Rogan of Wisconsin 
has announced that he will hold a pub- 
lic hearing in connection with adopt- 
ing a state code of fair practices in 
A&S advertising. The hearing will 
consider the NAIC code adopted last 
year. 

Mr. Rogan pointed out that no prob- 
lem had arisen in Wisconsin in con- 
nection with such advertisng and no 
complaints have been received about 
false advertising. However, he plans 
to have a code adopted as a rule to 
govern A&S advertising in the future. 


Makes First Payment on 
Basis of Cal. Medical Assn. 


Relative Value Fee Schedule 


The first approved indemnity plan 
based on California Medical Associa- 
tion’s new fee schedule has been pro- 
vided by Matson Assurance of San 
Francisco, according to William | E. 
Racine, vice-president. 

The CMA’s new program—the rela- 
tive value fee schedule—has been of- 
ficially adopted by the doctors of San 
Jcaquin county where Matson Assur- 
ance used the schedule as a basis for 
paments in an A&S plan for a group in 
the Stockton area. 

The relative value schedule is the 
result of a statewide survey of doctors 
completed last February after some 
three years of research. When adjust- 
ed to fit each major population center 
in the state, the schedule determines 
by ratios, or relative values, the 


— 


amount of a doctor’s fee in each 
four categories of medical services. 
medicine, surgery, radiology and path. 
ology. 

The schedule does not officially set 
doctors’ fees (except as so voted intg 
effect by the San Joaquin Foundation 
for Medical Care), but statewide adop. 
tion of these standards has been recom. 
mended by the CMA council so as “ty 
remove much of the confusion ang 
many of the economic injustices re. 
sulting from poorly designed fee 
schedules.” The council further ex. 
pressed the hope of adoption by al] 
health insurance administrators. 





DeYoung Cautions on 
“Inbreeding” of A&S 
Sales Personnel 


Creativity and its application to 
salesmen and selling is subject to in. 
breeding, according to Jay DeYoung, 
Oak Park, Ill., agent, and vice-presj- 
dent of International Assn. of A&H 
Underwriters. He feels that inbreed- 
ing tactics are practiced by insurance 
sales management to an increasing de- 
gree. 

“Inbreeding is caused by an unwill- 
ingness of management to give anyone 
a chance to sell unless he has already 
done exactly the kind of selling he is 
being hired to do—regardless of abil- 
ity, imagination, and creative talent,” 
Mr. DeYoung contends, adding that 
management often fails to rely on its 
own considered judgment of a sales- 
man’s presentation and accomplish- 
ments. Instead, the employer puts his 
trust in the judgment of a man’s past 
employers. 

“This policy results in inbreeding. 
It could produce an absense of new 
talent in insurance selling and en- 
courage those who float from one 
company to another. 

“Our business needs sales. When it 
comes to a choice between experience 
with exactly the same line or rare cre- 
ative ability, it may be wiser to deem- 
phasize the experience factor—let’s 
have the talent. It is easy to teach a 
natural salesman the philosophy and 
ethics of our business.” 





Mutual Benefit H.&A. 
Raises Air Passenger 
Limits to $125,000 


Mutual Benefit H.&A., through a re- 
insurance agreement with its compan- 
ion company, United Benefit Life, is 
making air travel insurance avail- 
able to airline passengers up to an in- 
dividual maximum of $125,000. The in- 
creased coverage will be sold through 
the facilities of Teletrip Policy Inc., 
wholly owned subsidiary of Mutual of 
Omaha. Initial installations will be at 
the Greater Pittsburgh, Pa., airport 
and the National Airport in Washing- 
ton, D.C., with additional outlets at 
airports throughout the country to be 
added in the near future. 





Mutual of Omaha Promotes Tracy 


John J. Tracy has been promoted to 
assistant vice-president of Mutual Ben- 
efit H.&A. He joined the company im 
the claims department in 1945 and in 
1950 was transferred to the sales di- 
vision and helped develop the sales 
training program. He was manager of 
the Colorado division last year, re- 
turning to the home office in July to 
become executive secretary of the in- 
ter-company committee of sales and 
agency management. 








Lumber Industries Insurance Co. 
has been approved by the California 
department as the name for a new In- 
surer to be organized by Los Angeles 
investors. 





XU} 














































































16, 1955 | August 16, 1956 FteNATIONAL UNDERWRITER ra 
a _ 
‘- of Accepting FTC Rules oar aur Se cee + ts aay Vi. Agents Set Card public information officer of Vermont 
ces: } r ‘ department of public saf i is- 
ind pax. | Won't Halt Ad Case is cut and sealed provided the pur- for Annual Sept. 10 <as ate eee eh, Fee the 
7 The Federal Trade Commission has ons tule axaneciaie cain ier ee - An agents forum and a discussion session and Lester S. Harvey, presi- 
cell nn approved an order denying the appeal Gash deposit. Previous rulings required of safety will highlight the meeting dent of New Hampshire Fire, will dis- 
yundation | of Federal Life & Casualty from a a cash deposit being made before the of Vermont Assn. of Insurance Agents cuss “What Is Your Hobby?” 
ide adop. hearing examiner's decision denying timber was cut. Sept. 9-10 at Middlebury. Forum Gov. Johnson and Commissioner 
N recom. the dismissal of the commission’s com- speakers will be R. C. Shipley, man- Miller will greet the guests at the 
SO as “tp plaint against the company charging IMIB Revisions Approved ager of the northeastern branch of annual banquet. 
— and | it with false advertising of A&S poli- inG W.V M V National Bureau of Casualty Under- Officers will be elected at the busi- 
“ te- | cies. This is the first such decision In \d., - Va., Nie., Va. writers at Portland and Samuel J. ness meeting Monday morning. 
ther fee | since the FTC advertising rules went Inland Marine Insurance Bureau Hatfield, manager of the Vermont Di- 
n b €x- | into effect July 15. has reported that recent revisions in vision of New England Fire Insurance Ww . 
es y all The approval was made known in equipment dealers insurance are now Rating Assn. at Burlington. = O. Nisei. of Los: Angeles has been 
a memorandum from FTC Secretary pe raped pace West Vir- Lt. Andrew H. Monti, training and ay, en aul’ Webdadien PRM. 
Parrish which said, in substance: ginia and that personal property float- rae 
; -.. er rate and rule revisions are now ap- 
be | Poa ne ) 
4 : _ The revised loadings on PPF pol- 
the company’s appeal from an exaMm- jcjes issued after Sept. 1 range from 
iner’s ruling of July 9 which ruling $1.10 for the first $5,000, 60 cents for W en t e Wheels 
; denied respondent’s motion to dismiss the next $5,000, 25 cents for the next 
ation to | the complaint against it, or the alter- $10,000, nine cents for the next $30,- 
ct to in- | native, to suspend further proceedings 000 and nine cents for anything in ex- . 
JeYoung, f jn the case. cess of $50,000 in Maine. The revised STO Q 
ce-presi- Thus FTC’s policy apparently is to pray xe $1.00, 50 cents and 20 
of A&H | refuse to halt false ad litigation in Cents for the fitst three categories and 
inbreed. cases in which a cited company has Virginia Pe ee 
nsurance accepted the rules. Payments 
sing de. 
7 ’ 
-unwil. | N. Y. Society’s School STOCKS 
ala Ready for Day Classes STA RT 
ng he 4 The catalog for the new day sessions by mm. W. Cornelius Bacon, Whipple & Co. — 
of abil of the oe of ew of og iy 135 S. LaSalle St., Chicago, Aug. 14, 1956. FA \ 
: Society of New York is ready for dis- Bid Asked as 
~ on tribution to persons interested in tak- a Casualty ..n.ssssescccsscccccccceceeees 128 130 c LITIES, MARKETS and SERVICE atc 
a ing the courses. The classes are de- Aetna PATO eossssssesssssessssssseeeetesesnnnnne 6542 664 ° 
y on its | signed for study alone or in combina- 7 rename sierrtecenitemenatnnen ~~ . tee successful placement of Boiler and 
a sales. tion with on-the-job training. rae OTE aaa . _ 
omplish- Seincident with the instigation of Amiens ani ee Machinery U. & O. risks 
puts his the day — pero: Pac Mamed American, (N.J.) ccc. —_ 33 
in’ a new education committee com- American Motorists. .............4 13 14 
S past posed of men primarily interested in American Surety 19%, 20% When the wheels of business stop because of 
, nnel d 1 SIIIIIED caliosnsnbtnuldlansicenssnnseseieaiceidiiiahenstinem 3434 253 j i ; j 
reeding, Detence por gg Regn ere Pay CI FN oii reertention 28 29 ; boiler, machinery aal-seovtend plant failure . . . this 
of new | which is a change from the former parcial 100 102 coverage absorbs the losses that inevitably follow 
and en- | educational committee that was made prey ee on i shutdown. 
om one | up of insurance technicians, will ad- Fire Association ccc ; . i 
vise the school on needed courses. Sumas Sead ae se ms ea ae — pe eaggedeagasenety we 
When it The new committee is composed of Firemen’s, (N.J.) %° a can provide you with a ready market for Boiler 
: Paul Abbott, secreta . General Reinsura 46 472 i i i 
perience alan —. = —_ Le oe an = S and Machinery U. & O. risks. For more informa- 
: Pires rector of Great American; Charles W. = rs Repub = } ia 2214 tion, call or write today. 
ee V. Meares, vice-president of New York <i they ~ gl aa 1 A 
a : Life; William C. Moore, secretary of enone eg “pigyaialeneaaTits ‘on = ' 
merica Fore; Edward A. Robie, per- Home (N.Y.) eccccsccssssseeeso a 45% W 
yhy and sonnel director of Equitable Society; Ins. Co. of No. America .............. 99 101 E HOUSE 
Graham L. Russell, secretary of Royal- Maryland Casualty .........ccccse 3434 35% 
Liverpool; George W. Tisdale, secre- Di2h RORUNS wenn + ae AW LEY 
tary of Commercial Union; John Wash- ap Od, MasUaney sveewsesseseensseeeeee 55 Bid arm b] 
bum, secretary of Home; and George National Union ao eres 
3 ee, iaietant Secretary of tn bien C...., 48% 50 135 S. LASALLE STREET » CHICAGO 3, ILLINOIS + STate 2-1285 + Teletype CG-1026 
le N H en ae r 
Sr catiles Sib thik sceiinns sneiie sini ssn - Ceeaeneene =. : 70 PINE STREET » NEW YORK 5, N. Y. » BOwling Green 9-0882 + Teletype NY 1-2823 
il. ts aaa =... ne 41 E. WASHINGTON STREET » INDIANAPOLIS 4, INDIANA + MElrese 7-2413 
sh a re- soon, PRINTS CNN onan neceicccensncstinsecescivic 74 76 
ompan- = Prov We. PECANS RRE SS 23, 2 A Quarter Century Devoted To Serving The Agent and Broker Exclusively 
a Changes Bonding Regulations Security, Conn. ... a 
. U. S. Forest Service has changed SPrinstield Pgs encom —_ po 
) an in- : ge 
he ine | tS bond requirements governing tim- Travelers nwo, | . 
through t sales in the national forests. The uUS.F.&G. .. 63% 6542 
cy Inc, hew ruling provides that when the U.S. Fire occ 24 25 
utual of 
ll be at 
airport X ’ 
ashing- e cellent 
tlets at e 
y to be 
Tracy 
.oted to 
al Ben- ° 
a oe OLD AN * Agency relations are excellent 
and i D PROVEN SOUND i 
iles di- as proved by our reputation 
e sales ° 
e sales for prompt service and 
oa attention to details. 
July to 
beg $1,000,000 Capital Stock 
i outhwest General FIRE * CASUALTY * AUTOMOBILE * MARINE IN macguadiaiae an anne 
ce , 
lifornia GIBRALTAR LIFE BUILDING, DALLAS. TEXAS PANIES 
angels SOUTHERN DEPARTMENT, ATLANTA, GEORGIA \ PITTSBURGH e PENNSYLVANIA j 
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ire Experience eport ed tor 1955 Cre tate 

. - (Countrywit ountry wide) 
Net Net 
Th , - COMPANY premiums premiums rece RE RE a er a ae 

> * j written earned = 

The 1955 fire insurance country- sion and brokerage and taxes and fees, | | (Countrywide) | (Countrywide) | Lomes | Expenses! Net | atien- | commis; cages | Genera | aE 

wide losses and expenses of compan- which are based on written premiums. | ae eee) ee) et ee Se er | 

ies licensed in New York are shown Expenses do not include federal in- | Yaion of Canto re ee nt oa 

| | sion of Cante 949, 52 71,12 58.2 47 « 45 34 3 ? 
herewith. come tax, and net gain shows results | [mi fir. 244.828 arasl| 90) us) 208) 24) wa) 48) SR) OM 
° ° ° | Tnited & 319,96 +032 93 7] 1 = 4 
Incurred lesses are based on the before consideration of federal im- | [™isiSt'm Ceualty . eee) two! ogra) we) “to! 40) ae) MT) Be) 
:. i juaran 8, 593, 773,121 | 49.6 0 4.3 7 9 t 
case estimate reserves and exclude come tax. gee . mer 86! 8eC ee 
‘ ect nited States Fire 19, 089, $45 19, 880, 483 44.8 “49 103 24 26.4 5.4 ? 
allocated claim expense. Expense ra- Individual company results are not | [vem ey ee | 8! «BS 188 12} 37.3 | onl # 
. . . ° ° P | ah Home Fir 75, 567 2 48.6 7.2 26 343 13 7 
tios include both allocated and unal- printed for companies with premiums | \# eS es ee 3; 8 
: ‘ estchester Fire 209,74. 0,624, 404 46 44.9 10.5 2.5 26.0 5.3 7 } 
located claim expense. The figures are of less than $10,000 or for members Of | you... score a My eae rin Mos Beas Mivany Man, dies Mies o| aa 
fe z ‘ . . 7 este ssuranc 536, 52 7 4 2 3 2 26 r BC 
net after reinsurance. Ratios are based groups which filed consolidated ex- | Ssumfir 4,006, 136 veer] SS) Bs) gt] gs] ma) Be) wel 
. . wesbire Group 3 9,92 75,82 3 5 2 3 25 6 92 16 
on earned premiums except commis- _Pense reports. pSTOCK COMPANY AGGREGATES " 
— = =| i tar ag) ao) a) lou) 
| I Nornwarrixa Ratios ANatysis or Expenses 7 : 10 aioe 2 ; : H ; 4 | : : 8 ‘ a4 
Net | Set ntrywide Countrywide) 1955 1, 160, 603, 969 47.9 5.9 3.0 $7 69 89 3 
COMPANY premiums | premiums iar a ae Cs STATA WC Rees er 
° written earned Loss Commis- Other Taxes COMPANIES 
Countrywide Country wide Losse J Expenses Net adjust- sion and acquisi- — mo 
incurred (adjusted) gain ment brokerage) tion > ees Abington Mutua! Fire $553,032 43.8 28 26.3 4 
‘E adjusted “Ww “EB “Ww Allied American Mutual Fire 539,003 33.9 35 =} 16.0 7 : HE 
a eS ee ee a Snes See a) ES eA ES Pee, eer: oe American Hardware Mutual 7,830,310 35.1 1.7 =.4 206 108 33 
R American Mfrs. Mutual 5,240,074 42.0 2.5 19.0 77 i 18 
Stock Companies Atlantic Mutual Group 4,504, 595 56.7 48 19.4 15.8 2 : i 
C y 424 40.8 16.8 8 40.0 0 0} 0 
fein Inrnnce Group 47.2 46.3 6.5 2.9 26.7 5.6 7.8) 33 Badger Mutual ‘ 1,919,976 49.3 5.9 13.8 11.6 28 52 
Affiliated FM 44.0 28 27.2 5 183 44 41 15 Berkshire a Fire 1,522, 693 36.8 22 165 63 a8 30 
ricultural Group 506 40.4 0 35 27.5 68 86 3.0 Central Mut 12,295,011 42.5 2.7 23.5 7.3 5.9 31 
i. 517 55.2 -69 43 18.8 13.2 14.4) 45 Cosmopoli tan Nut Casualty 139, 882 53.4 16 51.8 6 0 
J | Cosmopolitan Mut. Fire 167,315 38.0 79) (-95 10.0 246 se 
Allied Fire of Utica 57.2 42.9 -1 41 18.9 3.5 13.2) 32 
Allstate Group 51.8 45.0 32 36 106 18.6 90 3.2 Dorchester Bete Fire 2.0 18.6 6.1 19.4 4.5 0.7 23 
erica Fore Group 46.1 49.9 40 2.9 41 89 106 34 iutua . 40.3 33.7 20) -47 27.6 124 30 
ryt 49.6 43.4 7.0 25 23.5 71 7.3 30 ers Mutual Liability 48.4 ‘ 1.0 45.8 4 7 5 
American-Associated Group 47.3 81) —30.4 6.9 29.8 5.3 170 41 Farmers Alliance Mutual 44.7 18.5 2.6 28.1 48 66 26 
Farmers Fire 47-65 3.4 34.9 41 10.1 22 
rican Read $2.1 8; -79 6.1 28.0 48 13.4 35 
—— Comal. pee 40.4 27.8 31.8 1.7 —40 3.3 20.2 66 Federal Mutual 35.4 30.7 4.2 13.5 51 84 42 
American Employers’ 94 51.3 -7 2.9 28.2 6.0 11.9 23 Federated Mut. Imp. & Hard. 37.3 25.5 2.1 5.5 18.2° 96 1 3 
American Home Assurance 51.1 4 -15 3.1 30.4 54 7.1 44 Fitchburg Mutual Fire 42.2 25.4 3.3 21.7 24 12.5 23 
Al Li 50.6 55.5 -6.1 3.7 10.4 17.4 17.7 6.3 Lo nag ee cama % . 38.9 13 4 23 32.1 2.9 1.2 ‘ 
* } irain Dealers Mu 35.7 26 2.3 17.5 4.7 8.9 
American Motonsts 1,575,493 60.3) 466) —69 42) 297 92 95 3.0 : ; : 23 
American Surety Group if 219, 382 52.8 40.8 64 $3 33.7 8 40 1 Hardware Dealers Mut. Fire 34.9 33.7 13 4 18.8 1.6 28 
Assurance of America 1, 103, 432 32.5 52.8 14.7 36 28.0 87 8.7 38 Hinghain Mutual Fire 35.8 25.5 3.2 195 51 61 19 
‘Assurance 3,018,398 517 46.3 2.0 42 7.4 13.7 “U5 65 Holyoke Mutual Fire ‘ 48.1 19.5 29 30.3 29 93 2? 
Automohile of Hartford 11,761,759 40.5 50.1 94 3.3 20.3 83 14.2 40 Indiana Lumbermens Mutual 36.7 23.5 2.3 17.5 60 82 > 
Iowa) Employers Mut 55.5 5.1 20 39.7 63 64 11 
Balboa... 283, 447 101,327 67.8 16.9 15.3 5.9| -103 2 5.6 45 os E : 
Balfour-Guthrie 263, 252 148, 258 41.4 53.7 49 2.7 45.7 0 4.4) 9 ewelers Mutual 15.9 23.8 1.7 8 36.7 40 QT 
Baloise Marine 339, 450 259, 221 68.6 55.8, —244 4.0 37.3 28 10.5 | 1.2 Liberty Mutual 528 | —308 $3 0 35.5 a6 34 
Birmingham Fire 1,505,394 1,370, 636 55.6 48.4 -40 3.0 33.6 20 7.1 2.7 Liberty Mutual Fir 38.2 28.6 2.1 3.8 216 87 20 
Boston Group 14,522, 138 15, 507, 633 50.7 47.2 21 3.0 25.7 8.0 69 3.6 Lumber Mutual of Bagton 33.4 26.8 1.3 13.0 93 64 34 
822, Lumbermens Mutual 39.0! 20.9 2.1 20.0 4.5 9.7 27 
British America Assuran-e 45.2 43.9 10.9 25 260 5.3 69 3.2 “ 
Buffalo 3. 49.8 52.9 —2.7 3.6 29.8 94 4.1 Lumber mens Mutual Casualty 7,776 x 2 —35.9 3.3 7 
Caledonian Group 3.8 70, S16) 14 36) 244, 74) 103! 59 | Lynn Mutual Fire “ai | 33) f5| 92) 22) gee) $3| 33] #8 
Camden Fire Ins. Ass'n 8,1 51.2 47.7 11 2.5 31.0 44 6.5 3.3 Merchants & Business Men's 792, 806 31.2 | —152.2 221.0 19 256.9 71.5 21.4 99 
Central Surety and Ins. Corp. 4.1 7.9 -2.0 5.4 22.5 5.8 19.1 5.1 athe aoe Group 5,249, 764 37.8 36.7 25.5 26 21.1 44 57 29 
ichigan ers Mut 7.017.587: F 22 § 4 > 
Group 2,266,572; 87.5| 833) —108 4.5] 31.4 35 102 3.7 sites ee) eS) ME)” ae a0) SRS “se atl 
Church Fire 9, 88, 142 451) 101.5) 156.4 5.9 | —223.9 62.7 37.2| 16.6 Michigan Mutual Liability 251.729 444 246 31.0 38 17.8 16 7 ? 
Commercia! of Newark 093, 359 552,619 56.1 5445 —10.6 5.0 26.1 9.7 10.6 3.1 Middlesex Mutual Fire 1,774,948 30.3 40.5 2 2.2 29 33 72 29 
Commerrial Union Fire Group... 15, 883, 405 16,474,747 48.1 49.8 21 2.9 24.6 7.2 12 3.9 Mill Owners Mutual 3,516,459 39.0 40.2 8 25 19.6 49 103 29 
Continental Casualty 6,226, 847 3,745, 541 53.7 52.3 —-6.0 2.3 30.6 9.9 8.0 1.6 Millers Mutual of Ill 756 28 2 32.2 6 12 15.8 73> 8661 18 
Millers Mutual Fire (Pa 1,383, 074 343 33.4 3 23 5.1 83 13.8 3.9 
Coxroon & Reynolds Group $18,097, 486 $19, 118,604 45.7 51.4 2.9 3.3 31.8 45 83 3.5 
Dubuque F. & M | 1,421,363 1,633, 824 46.0 53.4 | 6 3.4 29.1 7.3 8.7 1.9 Millers Mutual Fire of Texas. 2,515,748 35.4 39.9 247 3.1 241 49 5.8 20 
Eagle (N.J.) | 481,703 509,920 44.0 54.3 17 1.9 47.1 0 5.0 3 Millers National P 3, 470, 568 41.9 44.0 141 26 23.0 84 7.3 2.7 
Eagle Star 357,635 278, 071 45.9 45.9 8.2 44 38.7 0 4 2.4 National Grange Mut. Liab. . 82,438 67.3 -22.0 34.7 17.9 —62.9 91 23 16 
Employers’ Fire 4, ae 512 4,719, 192 48.9 51.2 -.1 24 27.9 5.7 11.5 3.7 Nationwide Mutual Fire 4,365, 891 40.3 38.2 21.5 58 -7.0 172 18.5 a7 
N. Y. Merchant Bakers Mut. Fire 4,646 86 40.7 50.7 7 37 0 33.4 29 
Employers’ Liability 1,973,278 1,443,927 52.5 30) -8.5 3.5 28.2 7.1 43 29 
Equity General. 203, 628 195,361 46.8 52.4 8 1.9 36.0 3.9 7.2 3.4 Norfolk & Dedham Mut 1,893,575 39.6 40.7 19.7 2.8 21.6 47 8.5 3.1 
Excelaoe of N.Y 576,536 586, O88 45.7 46.9 7.4 4.2 s 22.0 12.9 7.0 Northwestern Mutual 16,475, 247 31.3 38.2 305 24 24.9 28 56 25 
Export 99,309 86,956 6.7 | —128.1 221.4 09 —182.1 18 33.5 17.8 Ohio Farmers 5,479,211 43.4 52.8 3.8 29 20.8 7.4 98 2.9 
Federal 6,017,420 6, 167, 788 29.5 47.2 23.3 2.7 a4 54 il 3.6 Oregon Mut 3.335.416 39.0 420 19.0 44 16.1 61 123 31 
Pawtucket Mutual 1,735, 155 38.2 37.3 45 21 21.8 33 74 27 
fieiiy ang Guumaty Ins. Unds..... 365,766 228,573 53.6) 708) —24.4 12.6 3.2 27.5 22.0 55 J . # 
Fire Ass'n Grou 16,318, 666 16, 589, 168 50.4 47.9 17 2.1 277.9 5.5 9.0 34 Pennsylvania Lumbermen's 5, 5, 153,545 43.0 36.0 0 3.2 46 11.0 13.5 37 
Sennen teal isan 46, 190, 843 42, 152, 260 46.9 49.1 40 3.1 27.9 7.9 75 2.7 Pennsylvania Millers’ Mut 3. 3,201, 054 39.6 38.3 1 23 22.8 3.2 78 22 
Firemen’s of Newark, N.J..... | 21,633,681 23, 630,046 45.9 47.1 7.0 3.6 26.8 5.1 79 3.7 Providence Mutual Fire ; 403,567 26.3 40.3 4 25 232 41 79 26 
First National of America 2,730, 569 3,009, 181 38.6 7.3 41 3.9 31.8 73/ - 105 38 Quincey Mutual Fire 3, 3,460,212 39.0 34.3 7 21 207 38 51 26 
| Security Mutual Casualty 37.118 32 > 13 5 7 
Founders’ 917, 167 50.9 36.5) —7.4 5.4 23.5 16.4 7.3 3.9 af = “aie - sions mS so - 
General of Ame 22,603,140 31.1 465 22.4 44 26.6 54 7.4 2.7 State Farm Mutual Auto 3.6 2, 587, 2 39 2 & 7 4 
General Ace. F. & L.. Azur 2, 435, 549 45.6 54.4 0 4.0 33.9 3.3 9.7 3.5 Suffolk County Mutual et a1 5 A H 4 ; 13 5 ; u : 13 H 1 : 
Girard of Phila | 468, 029 45.9 47.2 69 3.6 26.9 5.1 7.9 3.7 Traders and Mechanics 788,670 42.2 36.0 21.8 65 12.4 45 96 3.0 
Glens Falls Group | 16, 223,908 44.6 48.2 7.2 4.5 6.1 5.0 10.0 2.6 icine of Providence 696, 123 41.9 20.8 37.3 60 -21.2 18.3 12.1 56 
| tica Mutual — 7 
eiiiiieniaain ae 007 ae nee n> ‘ - . aa i a Mutual. 40, 687 42.3 80.1 22.4 27 43.1 42 30.0 1 
Great American Fire Group.... | 40,610,340 46.3 46.8 6.9 24 24.6 6.0 10.3 3.5 Western Millers Mut 1,204, 484 1,202, 964 40.8 M8 24 20 21.4 19 7.2 23 
Great Eastern Fire | 100,398 E : @ ° | he 3 6 H | B 7 " 3 a6 : 6 4 Worcester Mut. Fire 2,576,631 2,386, 461 40.8 39.0 202 23 19.1 64 88 24 
: 387, 2 3.7 2 34.7 9 3.0 Workmen's Mutual F 238 a ’ 70 -13 7 0 ! 
geen 12,896,568 | 48.1) 50.7 12 27| 29.4 5.4 9.5 37 omen mee on os | ie: ay oem * oh ee ad 
Hartford Fire Group ee) eel eee ek) ee) eee as) ee g.o71,o08 | 140,921,801) 34.7) 38.1! 97.2) 23) ws! 05] 91) 27 
Hawkeye-Secunty 470,21 45 6.3) 1.1 1) 2 $6; i 31 1952 586,819 153,743,626 | 344) 37.5; 28.1 23) 148 9.1 8.7 26 
95, 363°7 7.8 47.0 5.2 3.4 23.2 7.9 9.0 3.5 4 > 181 73 ; a ‘ > H 
; os : 1953 450,212 167, 151,728 34.6 37.0 28.4 2.3 14.6 8.8 88 25 
iltnes 1,230,029 | 45.6} 48.3 6.3 28) 23 9.1 8.0 3.0 1954 6,662 | 175,709,222 | 364) 382) 25.4 25) 18.2 9.3 $6 (28 
fons ai N. A.. 268 | 1 52.6 47.3 1.3 39.4 4.7 7.2 0 1955 ‘018,221 180,791,419 37.5 39 1 23.4 2.6 15.2 97 89 27 
fed | an 48.4 6.7) 5.1 54 32.8 | 3.7 1.3 ae 
as. Co. merica. | 43, 841, 4.5| 44.7) us| 22 22.9) 7 9 Y FACTORY MUTUAL COMPA 
ee Co of Sut af Pe. a 1,527,017 | 7 508) —3.5 3.2 28.3 5.8 8.4 5.1 saiatctscisag 
lefferson o! 1+! a 244,730 | 56.0 53.4 9.4 2.9) 47.0 17 14 4 » ‘ 
. } 4 7 ; Arkwright Mutual Fire $7, 598, 142 7,304,618 39.0 16.2 44.8 9 1 3.7 10.1 14 
Kansas City F. &M......... i 1,004,046 | 43.7 36.5 19.8 2.5 24.9 23.0 24.7 11.2 Baritone “ment 7: I 17° 538 174 28 188 17 ery He 86 Va 
L G | 70.368 | ; @ ° 9 a joston Mfrs. Mutual F 39.1 16.8 44.1 8 -3 31 12.1 11 
eee ennvene ees: 4) a Mey ss | Series: sen, ba) eey oe oes) SS Firemen's Mutual 5 yl, 1) 418 s| 27; 21| ms] 13 
Manufacturers’ Casualiy 104.254 79,319; 68.2) 621) —303 21| 358 41 13.2 6.9 Industrial Mutual 43.1 18.1 38.8 i ee 25) 13.7 wt 
Maryland Casualty 2,699, 260 | 1,444, 587 49.7 562) -5.9 41 24.5 15.1 8.6 3.9 ; 
4 ‘ ~ te Manufacturers’ Mutual Fire 31.5 44 54.1 7 -4 4.2 88 Ml 
Maseachusetts Bonding | 219, 887 123,854 | 63.9 38.9 2.8 3.0) 32.9) 2.1 0.8 t Philadelphia Mfrs. Mutual 33.9 13) 548 ; 0 3.8 52 16 
Merchants Fire 1,400,443) 44.7 53.3 20 27 38.8 37 5.0 3.1 Protection Mutval 34.3 19.0 46.7 8 13 7.3 8.0 16 
erchants Grour 7.090, 671 41.9 51.0 7.1 3.6 33.8 3.8 7.3 2.5 
Mercury : 5.117, 804 46.2 46.6 72 2.6 29.6 41 7.4 29 FACTORY MUTUAL AGGREGATES 
Metropolitan Casualty 306, 123 43.4 61.7 =f. 5 55 25.8 14.0 13.6 2.8 1951 98, 223, 843 9,759, 22 18.7 14.3, 67.0 6 7 3.0 8.6 14 
Milwaukee 6,701,058 | 45.9 47.18 7.0 3.6 26.8 5.1 7.9 3.7 1952 94,201, 880 87,191,525 14.8 13.0 72.2 6 4 26 8.1 13 
so 2, 407, 855 86, 216, 593 19.0 13.8 7.2 7 6 3.0 8.4 1H 
National-Ben Franklin 2,468,811 45.9 7.1 7.0 3.6 26.8 5.1 7.9 3.7 i 93, 280, 203 91, 142, 487 7 3 4 : 
National Casualty 4 270,140 40.5 76 ng; 21 43.9 1.0 06 0 1955 86, 846, 653 85, 542,131 35.9 16.1 48.0 8 3 4.0 9.8 12 
tional of Hartford Group 27,802,940 28,513,688 46.0 49.9 4.1 42 25.1 7.1 96 3.9 ADVANCE PREMI 0 
National Grange Fie 426,363 319,280 36.7) 474, 189} 81) 42) 149 7.3 2:9 UM CO-OPERATIVE 
National Surety ‘ —_— — ome on asus f prea, | ab praia mun <a 
’ “ | | Canton Co-operative Fire $109,467 $112,951 46.5 10.1 5.5 10.5 18.4 84 6 
National Union Group 15,916, 529 48.8) 47.0 4.2 2.7 24.7 &1 7.5 4.0 ( sec “aap yt Fire. Catskill 250,441 264,588 41.1 46.9 12.0 3.9 21.6 107 95 12 
New Amsterdam Casualty . 724,130 7.0 7.4) 14.4 4.8 32.5 8.3 9.9 1.9 Dwelling of Central N. Y. 101, 081 106,528, 44.8 43.6 11.6 3.3 19.5 11.5 8.3 1.0 
New Hampshire Fire Group eral 12, 492, 82’ 51.0 45.8 3.2 2.5 25.3 9.6) 5.3 3.1 Home Mutual Fire of Broome 568.514 681,456 | 54.9 30.7 144 6.1 1.2 7 10.9 54 
New York Underwriters sexed 3,132,540 49.9 48.5 1.6 3.1 25.0 8.2) 9.0 3.2 Livingstoz, Co. Mutual Fire 35, 486 34,788 | = 37.0 35.5 27.5 10 23.5 57 5.0; 3 
New Zealand | 2,203,309 | 80.4) 44.2 5.4 2.8 2.8; 44) 70) 3.2 . | } 
| | } New York Central Mut. Fire 405,321 | 52.5 40.3 7.2 3.6 9.0 13.1} 104 42 
North British Group 21,116,793 | 45.5) 52.2 2.3 | 5.3 25.3 7.2| 10.6| 3.8 Olive Co-operative Fire 206, 583 55.8 | 44.3 -1 84 12.7 12.0 10.6 | 6 
North River : 9,403, 073 45.1) 44.4 10.5 | 24 26.7 5.3 6.9 3.1 Oneida Co-operative Fire 93,444 7.5 42.9 96 63 14.0 13.2 8.3 i 
Northern of N.Y. 10, 107,305 | 37.8! $1.7 105) 33 28.6 7.5) 8.1 4.2 Otsego Mutual Fire 348,271 52.5 39.4 81 4.7 22.4 65 4.9 9 
Northern Assurance Group 5,266, 830 | 50.8 54.6 -54 3.0 24.2 10.4 12.3 | 4.7 Pioneer Co-operative Fire 432,150 48.3 7.9 13.8 3.3 18 5 8.3 41} 37 
Northwestern National i 6,744, 380 | 39.9) 54.0 6.1 3.7 28.3 8.9 8.8 4.3 | 
¥ ‘ . Preferred Mut. Fire 1, 056. 856 1,026, 289 38.9 43.4 17.7 2.6 78 7.2 11 17 
Norwich Union Group 3,056,7 502) 53.9 —4.1 40; 24.0 9.3 12.1 | 45 Security Mutual Fire 150, 234 153, 571 39.8 43.6 16.6 4.3 10.2 14.2 M2 7 
Pacific Fire Group | 8,494,918 | 41.7 48.9 94 29 30.3 3.9 7.9 | 3.9 Sterling Fire 348,324 391, 859 42.4 48.9 87 4.3 20.6 18 97 2.5 
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is Address L. I. Agents electric plant on the Missouri river BURGLARY? 
29 * 
| Vincent Hopkins, supervisor of New Rett Great Falls, Mont, Aetna Casual 
land catastrophe storm operations 9 
_ P P Surety for Green. AVIATION? 


: of General Adjustment Bureau, and 
9 William H. Brewster, manager of the 
0 automobile division of National Bu- 
6 reau of Casualty Underwriters, - will 
H be guest speakers at the Aug. 21 meet- 
; ing of Suffolk County (N.Y.) Assn. of 
‘ Insurance Agents at Patchogue, N.Y. 
! Mr. Hopkins will talk on catastrophe 
adjustment operations, and Mr. Brew- 








2 ster will speak on the new family auto 
Hi policy. 
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1 LOS ANGELES—Winston Bros. Co. 
24 of Monrovia, Cal., and Green Con- 
28 struction Co. of Des Moines, as joint 

venturers, have been awarded a con- 
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ANDREW J. HELMICK, President 





Analysis 


CHICAGO, ILLINOIS—309 W. JACKSON BLVD. + WAbash 2-7515 


CHARLES B. CRAM, Vice President 
CHARLES A. POLLOCK, Secretary 





Sysiems Assn. to Hear 


Three Insurance Men 


Three insurance men will address 
the 1956 meeting of Systems & Pro- 
cedures Assn. of America in Philadel- 
phia Oct. 22-24. 

Speakers and their subjects will be 
C. G. Vander Feen, assistant comptrol- 
ler of Fireman’s Fund, on processing 
of claims and losses; W. G. Bregartner, 
manager of the systems department of 
Chubb & Son, on registration of prem- 
iums by use of electronic equipment, 
and A. R. MacLeary, chief account- 
ant of North America, on processing of 
expenses. 
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OCEAN MARINE? 
TIME ELEMENT? 


BOILER AND 
MACHINERY? 


October Ist will be the start of 
the next 7-week AGENTS’ SCHOOL 


Ask your Royal-Liverpool Multiple-line fieldman 
for information or write to our Education Depart- 
ment, New York Office, for course brochure. 


ROYAL: LIVERPGO 
C cua? 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. © ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY GF AMERICA ¢ NEWARK INSURANCE COMPANY © STAR INSURANCE 
COMPANY OF AMERICA © AMERICAN AND FOREIGN INSURANCE COMPANY © ‘THE BRITISH & FOREIGN MARINE INSURANCE 
COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 
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Owners, landlords and tenants are in a precarious position 
where they do not carry adequate public liability insurance. 
So many mishaps can occur around any building and there 
are so many possibilities for negligence. 

There will be those exposed to these dangers in your 
community for whom you cannot obtain proper Owners, 
Landlords and Tenants coverage from your customary 
sources. In such cases, Illinois R. B. Jones can place this 
business in the London market for you with professional 
speed and friendly efficiency. 


IIlinois h.B. Jones Ine. 


175 W. Jackson Blvd., Chicago 4, Ill.- WAbash 2-8544 
C. Reid Cloon, President 

140! Peachtree St. N.E., Atlanta, Ga. * Emerson 2584 
William E. Lersch, Vice-President 















REPRESENTING 


Lloyds London 
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Urges Cooperation Between Insurers 
and Alarm Makers to Cut Burglaries 


The burglar and fire alarm business 
was advised to cooperate with fire 
and marine insurers to reduce the 
burglary frequency rate by J. E. Cun- 
ningham of A.F.P. Co., Chicago, newly 
elected president of National Burglar 
& Fire Alarm Assn., at the annual con- 
vention of the association at Holly- 
wood, Cal. 

Both stock and mutual casualty 
companies have approached him in the 
past year requesting aid and educa- 
tional programs for their underwriters, 
engineers and inspectors, he said. In 
the meetings he held with midwestern 
companies he said he did not try to 
commercialize on any individual alarm 
system or company, but stressed the 
education of the insurance company 
inspector. 

In offering service as a _ technical 
adviser on burglary and fire alarm 
problems, Mr. Cunningham said, the 
alarm men should explain the grading 
system of alarms by Underwriters’ 
Laboratories, outline the advantages of 
ultrasonic systems, explain the value 
of interior protection with floor 
traps and interior buttons and demon- 
strate how wall and ceiling losses can 
be cut down by use of the new vibra- 
tion detector. 

Insurers have applied for and re- 
ceived permission to sell mercantile 
block cover in more than 40 states, he 
said. Fire and marine insurers are 
entering the casualty field at a crucial 
time with the new block policy, he 
said, pointing out that 1954 ushered 
in an era of highly unprofitable under- 
writing experience, due mainly to an 
excessive amount of hit and run attacks 
and king sized burglaries. 

The latest Federal Bureau of In- 
vestigation report, released in April, 
shows a nationwide decrease of 5.1% 
in the frequency of burglary attempts. 
The Underwriters’ Laboratories annual 
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From coast to coast the people favor 
National Casualty's sound protection— 
the finest in Disability Income, Hospital- 
ization and Surgical coverages for the 
Individual, Family, Franchise or True 
Group case. 


Establish and 
—highly co] 


Address: 
Casualty Company. 
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territories now avail- 





field service report for 1955 shows 
that burglay attempts on certifieg 
burglar alarm systems dropped 10% 
the first downward break in the climb. 
ing burglary rate in many years. 

The UL report shows the current top 
10 “target risks” for 1956 are, in order 
men’s clothing, women’s clothing 
jewelry, furs, liquor, tobacco, electri. 
cal appliances and TV, miscellaneous 
merchandise, novelties, and auto parts 
and cash. For the first time in many 
years cameras have dropped out of the 
top 10. 

Mr. Cunningham said D. D. Pills. 
bury, manager of the burglary division 
of National Bureau, has attended for 
many years and has made constructive 
suggestions. After listening to all sides 
of the subject, Mr. Cunningham Said, 
it became apparent to him that what 
was needed, and still is needed, was not 
to blame the burglar alarm companies 
for the losses, not to change the UL 
standards, but to educate the burglary 
inspector making the original survey 
of the premises to be insured. He is 
the one who makes the recommenda- 
tions to the insurer, Mr. Cunningham 
stated. 

By mutual cooperation between the 
protective alarm installer and the fire 
and marine insurers, both may enjoy 
continued success with the new mer- 
cantile block policies, he said. By 
working together, the burglary fre- 
quency rate may continue downward, 
the stock burglary casualty companies 
may continue to write burglary insur- 
ance cautiously and sparingly, and the 
fire and marine insurers may dominate 
the burglary casualty field for many 
years to come. 

He urged all members of the associ- 
ation to take an active part in the 
suggested educational program so that 
all fire, marine and casualty insurers 
may know of their desire to assist their 
insurance inspectors. 





Employers of Wausau to 
Build Milwaukee Branch 


Employers Mutuals of Wausau plan 
to begin construction within the next 
two months on a two-story office 
building to house the company’s Mil- 
waukee branch, which is its oldest. 

Plans for the new building call for 
50,000 square feet of space divided 
evenly between the two floors. Exter- 
ior of the structure will feature a 
“skin” of aluminum and glass on three 
sides with the fourth of brick. The in- 
terior will be completely air-condi- 
tioned and will feature moveable par- 
titions. The structure is being de- 
signed by Charles & Smith, Chicago 
architectural firm, 





Ritter Urges Insurers 


to Retain UM Cover 


C. Fred Ritter of Middletown, pres- 
ident of New York State Assn. of In- 
surance Agents, has written the presi- 
dents of all insurance companies writ- 
ing automobile liability in New York, 
urging that the uninsured motorist 
endorsement not only be continued 
under compulsory automobile but also 
that the scope of the endorsement be 
broadened. The association had adopt- 
ed an amendment to that effect at its 
convention. 


e ART FOR FAST LAYOUTS 


There’s nothing like the monthly Clipper for 
fast layout in emergencies. BIG NAME firms 
that you know depend on the Clipper for Clip- 
Art. Free sample. No obligation. Address . .. 
MULTI-AD SERVICES, INC. 


Box 806-T Peoria, Illinois 
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Health Survey Unit Heavy 
with Blue Cross Supporters 


(CONTINUED FROM PAGE 1) 
worded that the usual systems of keep- 
ing company records can’t supply the 
answers. There are some questions that 
could be regarded as “loaded’—not 
Joaded any worse for the companies 
than for Blue Cross but the wording 
of the questions, taken into considera- 
tion along with the backgrounds of the 
men in charge of the fact-finding job 
makes me wonder how any group so 
steeped in Blue-Crossism could pro- 
yide the “impartiality and objectivity” 
mentioned in the publicity even if they 
sincerely desired to do so. If they were 
Supreme Court justices they would 
certainly disqualify themselves. The 
very fact that they haven’t done so is 
ground for wondering what standards 
of “impartiality and objectivity” are 
going to be applied. 

The Columbia group’s strong bias 
in favor of Blue Cross-Blue Shield was 
evident in its recommendations for a 
state employes health insurance plan 
made to the joint committee on health 
insurance plans, headed by Sen. Met- 
calf of Auburn, a Republican. 

Sen. Metcalf was all for the plan but 
after encountering vigorous opposition 
at public hearings that approach was 
abandoned. The legislature passed a 
bill that set up a temporary commis- 
sion on state employes health insur- 
ance to look into the various possibili- 
ties. The present study has as one pur- 
pose gathering facts that will be useful 
to the commission in framing its rec- 
ommendations to the legislature. 

The questionnaire sent out by the 
fact-finding staff asks for a great deal 
of information on the basis of policy 
“form numbers.” In group insurance, 
however, each company has many 
form numbers and each form has a 
great number of variants. This adds 
greatly to the complexity of answering 
the questionnaires. 


For each “form number” the ques- 
tionnaire asks, for example, about age 
limitations, health requirements, 
whether coverage is offered to select 
risks only, what the premium rates 
are, the number of insured covered in 
New York state according to counties. 
It asks for a breakdown regarding 
coverage in 10 specified rural coun- 
ties—presumably on the assumption 
that such data will give a reasonable 
cross-section of coverage in rural ter- 
ritory. 

There is a section on cancellation of 
policies—whether a company can can- 
cel by reason of insured’s age, exces- 
sive claims, or impaired health. In- 
surers are asked to attach a list of the 
last 50 individual policies cancelled, 
the names and addresses of the in- 
sured, and the reasons for cancelling. 

There is a long section on conversion 
of group policies—whether conversion 











is permitted, what premiums are 
So. Cal. Buyers Name 
Essay Contest Judges 
Southern California Chapter of 


erican Society of Insurance Mana- 
sement has named judges for its an- 
hual contest for technical papers in the 
field of insurance. 
Judges are J. T. Parrett of Carna- 
tion Co., Robert E. Battles, vice- presi- 
dent of National Assn. of Insurance 
Agents, and Mark Wells, editor and 
Publisher of The Insurance Journal. 
Papers should be limited to 2,000 words 

| Can be on any phase of insurance 
usiness, First, second and third prizes 
are $50, $35, and $25. 


charged, what percentage convert, 
what health requirements apply at 
conversion, whether the insurer mails 
notices of the conversion privilege to 
those who are terminating their em- 
ployment. 

Other questions deal with whether 
pre-existing conditions are covered, 
what the loss ratios have been, wheth- 
er risks are experience rated, what 
percentage of patients bills are paid 
by the type of coverage provided, and 
the approximate percentage of those 
covered whose incomes are more than 
$6,000 a year. 


Wingate Heads 
La. Casualty, 
Surety Division 


Ed. D. Wingate, who has been secre- 
tary of the casualty and surety divi- 
sion of Louisiana rating commission, 
has been appointed by the governor 
as chairman of the division. This is the 
arm of the insurance department 
which makes rates for casualty and 
surety lines. 

Mr. Wingate, who was secretary of 
the division four years, succeeds 


George H. Menefee. Mr. Menefee now 
is a Management consultant to insur- 
ance companies, representing them 
before the insurance departments of 
the states in zone 5. He has his head- 
quarters in Baton Rouge. 





Independent Adjusters Pick 
1957 Convention Site 


National Assn. of Independent In- 
surance Adjusters will hold its 1957 
conveniton at Palm Springs, Cal., May 
6-8. The association will take over the 
entire facilities of the El Mirador ho- 
tel there. 





The Desert States 





Old Republic @ 


Insurance Company 


In the colorful Desert States mankind stands poised 
on the brink of the future. Here strong men and 
women first wrested survival from inhospitable soil 
and rugged mountains. Their sons built flourishing 
cities, defied the desert to unearth wealth and make 
wasteland fertile. Today, amid reminders of a storied 
past, men dynamically use modern techniques in irri- 
gation, mining, agriculture, construction. And in iso- 
lated areas daring scientific minds probe the un- 
known, seeking the face of the future. 
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Families, homes, financial institutions are the core of 
this pioneering effort. Here, as in all America, Old 
Republic is building an agency plan according to the 
American agency system. Agents are provided with 
those facilities that will increase their opportunity 
for greater success—multiple line facilities, good 
management, sound underwriting, a seasoned engi- 
neering department, prompt claim service and pro- 
gressive selling aids. 4ddress Superintendent of Agen- 
cies at Greensburg, Pennsylvania. 
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Here’s the sound approach 


to a value-minded buyer 


ft 





OVERAGE—Agency and Claims 
Service—Cost. These are 
points about auto insurance that 
buyers are checking more closely 
than ever before. 

And who are these buyers but 
informed, money-wise car owners 
who recognize that many agents 
and companies compete for their 
business on the basis of better 
values—in protection, service and 
savings. 

You can be certain that they are 
posted on the competitive situa- 





tion in the auto insurance field. So, 
it’s your move; particularly if the 
spread is widening between the 
number of them you’ve sold—and 
those you should have sold. 

Why not find out how our auto 
insurance facilities can be used to 
meet some of the competition you 
face for preferred classes. We write 
a full-standard coverage policy 
backed by a grade of service that 
you’d expect from a topflight 
agency mutual company operating 
nationwide. 


(ui Ceales/bfiai, 


INSURANCE COMPANY 
INDIANAPOLIS 7, INDIANA 
Western Department: Omaha 2, Nebraska 


FIRE «© CASUALTY e 


AUTOMOBILE e 


INLAND 
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New York MVB Readies Forms for 
Compliance with Compulsory Auto Law 


With the advent of compulsory auto- 
mobile in New York state, the Empire 
State Agency Forum, publication of 
New York State Assn. of Insurance 
Agents, has provided agents with spec- 
imen copies of the forms to be used 
to indicate evidence of insurance cov- 
erage and termination of such coverage 
and explained the procedures required 
under the compulsory law. 





Forms are reproduced on opposite 
page. 





There are five forms which must be 
filed with the state, two for private 
automobiles and three for fleets. Since 
more than 90% of the transactions will 
be confined to individual automobiles, 
the Forum explanation is confined to 
the FS-1 and FS-4 (individual auto- 
mobiles) forms. 

The individual insurance companies 
will print and supply the forms in com- 
pliance with the specifications of the 
Motor Vehicle Bureau. 

There can be some changes in the 
appearance of the forms, but the gen- 
eral pattern, size and color will be 
standardized—canary yellow for FS-1 
and light green for FS-4. 


Form FS-1 is a certificate of insur- 
ance. It is used for registration of less 
than 10 vehicles, or for more than 10 if 
fleet coverage procedure is not adopted. 
A separate FS-1 form is required for 
each vehicle registered, and the de- 
scription of the vehicle as indicated 
must be given. When the policy num- 
ber, as for assigned risk cases, cannot 
be given, the word “unassigned”? must 
be entered in the policy number space. 
In the description of the motor vehicle, 
the engine number must be given. Use 
of the serial number will not be ac- 
cepted. A space is also provided for de- 
scription of a replacement motor ve- 
hicle to be used in filing for a change 
of car. 

Form FS-4 is a notice of termination. 
It is used for termination of coverage 
for individual vehicles or for all ve- 
hicles. If more than one vehicle is in- 
volved and all coverage is being ter- 
minated, the agent must note in the 
vehicle description space that all ve- 


hicles covered by the insurer for this 
insured are being terminated. 

A notice of termination is required jn 
cases of failure by insured to renew 
coverage. Where companies cancel, in. 
sured must be given 10 days notice of 
cancellation and then the company yj] 
file the FS-4 within 30 days after the 
cancellation date. 

In cases of voluntary suspension of 
coverage or lay-ups, the MVB has ruled 
that insured must surrender both reg. 
istration certificates and plates to one 
of the district offices of the bureau on 
or before the effective date of suspen- 
sion of coverage. A receipt for such 
voluntarily surrendered certificates and 
plates will be issued to the registrant 
in duplicate, making one copy avail- 
able for the insurer’s use. Upon re- 
sumption of vehicle use the receipt is 
to be turned in to the same district 
office and the plates and certificates 
will be returned. 


A simplification of this procedure, in 
order to get premium refunds for vol- 
untary suspensions or lay-ups, is being 
studied by the companies at the insist- 
ence of the agents’ association. 

In order to reduce the possibility of 
lost certificates of insurance and the 
consequent need of replacements, the 
insurers have been requested not to 
release the FS-1 form to insured until 
the latter half of November, except 
upon request of insured. These re- 
quests will probably come from the 
special number plate applicants who 
need certificates of insurance in Octo- 
ber. 


The MVB is having printed a pam- 
phlet to explain the new compulsory 
law and what is required of the public 
for compliance. The state association 
will have these pamphlets available by 
September so they can be mailed to 
insured. 

During a recent conference with the 
MVB the agents’ association clarified 
that no report to the MVB is necessary 
in case insured moves. In cases of a 
change of company on the risk an FS-4 
must be filed, accompanied by a new 
FS-1. 











WITH ADDITIONAL OFFICES IN 


1401 Peachtree St., N.E. 
ATLANTA, GA. 
TRinity 4-1635 


601 Munsey Bidg. 


MUlberry 5-2504 


BALTIMORE 2, MD. DALLAS 5, TEXAS 


P.O. Box 8046 
DENVER 2, COLO. 


logan 8683 AMherst 6-0243 


1535 Wilshire Bivd. 
LOS ANGELES 17, CALIF. 


901 Central Bank Bidg. 


JOIN THE MOVEMENT TO 
Kurt HITKE 6& COMPANY. INC. 


GENERAL LIABILITY 


WORKMENS COMPENSATION 


FINANCIAL RESPONSIBILITY 


HARD TO PLACE RISKS 


Home Office 


175 W. Jackson Boulevard ©® 


CHICAGO 4, ILLINOIS 


7950 Biscayne Blvd. 
MIAMI 38, FLA. 


DUnkirk 8-3161 Plaza 7-7658 


TAXICABS 
TRUCKS—BUSSES 
NON-STANDARD AUTOS 


SURPLUS LINES 


233 Sansome St. 
SAN FRANCISCO 4, CALIF. 
EXbrook 2-8842 


Phone WAbash 2-3622 


407 E. Washington St. 
SPRINGFIELD, ILL. 
8-4305 
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fs) «CERTIFICATE OF INSURANCE 





BO NOT WRITE 


IN THIS BLOCK FRONT 














a qualified New York insurer, certifies tnat it nas 





issued a policy complying with the Financial Security Act 

to: POLICY 
Ce. howe nrcendesioes 
PERISH PREM. ccccccvecccccccees 
PERIOO THe ccccccsccccceseses 
DATE OF 
CERTIFICATE. 2 cccscccesccccece 











Tceable with respect to the following Motor Vehicle: 
vYaae [wane Or vewtcte aaa wumecte 
Tot «fae pig on and after date of tnis certificate to 
the followina vehicle: 





siddiidaibeieiaa 


Sldwa Wade’ OP “Au tided tds ate ae bddir'at lve" 
NEW YORK MOTOR VEHICLE FINANCIAL SECURITY 


CERTIFICATE OF INSURANCE 


FS-| 
(6-56) (INSTRUCTIONS ON THE REVERSE $106) 


ion 
1, Submit this form for New York State registration of venicle described on other side. BACK 


2, The policy described on this form must be in effect on the date Form FS-1,witn 
registration application, is received at a Bureau of Motor Venicles issuing office. 


3. If the motor venicle is to be registered 

















in a name other than the policyholder, 
print name of registrant in adjoining box. 
This certificate will be acceptable only if surname and address of policyholder and 
registrant are the same, 


in Q 
1. Send Form FS-1 directly to the Commissioner of Motor Vehicles, P.0.Box No. 


, \.Y. except for the FS-1 required for submission by the registrant for 1957 
fenewal and any subsequent original registration and re-registrations. 


2. identification number can be used under the designation ENGINE NUMBER if they are the 
same. Do not use serial number in the venicle description block, 


4. If Form FS-1 is used for the replacement of a venicle, 
enter the-description of the newly covered vehicle in 
the upper venicle description block, and the descrip- 
tion of the replaced venicle in the lower description 
block. tf Such Form FS-1 is prepared by the same 
insurance company, do not file Notice of Termination 
lForm FS-4) for the replaced venicle. 


4, on gg of termination of the insurance certified 














herein —_ as in item 3 above), file a Notice of 
Termination (Form FS-4) with the Commissioner of Motor 
Venicles, P.0.Box No. re 4S 





Fg-4 NOTICE OF TERMINATION 





00 NOT WRITE 
N 


FRONT 





hereby gives notice that the insurance certified by the 
Company in its NEW YORK MOTOR VEHICLE FINANCIAL SECURITY a ait casi 
CERTIFICATE OF INSURANCE heretofore issued 


to: was TERMINATED 
effective ee seeneccesceees 
at 12:01 A.M. 





OATE OF 
NOTICE = =—=«-_-—_ nee enn eetereee 











applicable with respect to tne following motor vehicle 


‘i ov OF VERTELE on wows | 
: 
- OF REGISTRANT IF OTHER THAN POLICY eases: 
SP OMATOAE OF AGTHORT RED REP AEREATATIGE 


NEW YORK MOTOR VEHICLE FINANCIAL SECURITY 


FS-4 NOTICE OF TERMINATION 


(6-56) YO BE FILED WITH THE COMMISSIONER OF MOTOR VEHICLES AT #.0,80X NO. 























ne BACK 
Instructions 


1. 00 not use this Notice of Termination (Form FS-%) for replacement of motor venicle 
when coveraye is continuous. for that purpose use Certificate of Insurance 
(Form FS-1) 

2. If coverage on all motor vehicles is terminated and the number of motor vehicles 
terminated exceeds one, you imay enter the phrase "all motor vehicles covered by 
this carrier” in the venicle description block. tf only one venicle is terminated, 
give venicle description. 

%. Identification number can be used unger the beng A sagt ENGINE NUMBER if they are 
the same. Do not use serial number in tne vehicle description block. 

If all coverage under a Certificate of Insurance - Fleet (Form FS-3) Is terminated, 

enter the phrase “Cancellation of Fleet Coveraye under Approval Number "in 

tne vehicle description block. 

Send each Notice of Terinination (Forin FS-4) to the Comnissioner of Motor Venicles, 

¥.0.uox No. N.Y. as soon as possible after tne effective date of 

termination. 


w 

















Pennsylvania Lumbermens 
Mutual Insurance Company 





Boy! Never a dull moment for a girl around this 


man's office (bless him!). Know what? We're 
selling complete property owner's insurance in 
one policy——the PLM Homeowners Policy. Mr. L 
calls it Package Protection. Covers dwelling, 
contents, owner's additional living expense, 
personal liability—all at 20% lower cost, plus 
dividend. Mr. L says its convenience sure makes 
sense for the homeowner. And I say it makes 
cents (plenty) in premiums for us. Oh, dear! 
There I go making jokes again, but what I mean 
is, that PLM Homeowners Policy has brought us 
loads of business lately. Oh, I almost forgot 
about my new typewriter! I feel I owe my 


getting it to PLM, sort of. 


MR. LOCAL AGENT 

Are you doing business with the Homeowners Policy? 
PLM offers an especially attractive policy that is bound 
to appeal to your prospects, with its broad coverage 
and low net cost. Why not write us for full details — 


and information about a representation. 





STURDY AS THE Ona 


PLM 


Orgonsed ! 





PLM BUILDING, PHILA. 7, PA. 





Writing FIRE and ALLIED LINES “In the Birthplace of American Mutual Insurance” 











PALM SPRINGS * RIVERSIDE* » CORONA 


Wie; fi GU ¢ G Mpa 


*3680 6TH ST RIVERSIDE, CALIF 


OVerland 6-3553, day or night 





E. W. BLANCH, Vice-Pres. W. H. KERN, Vice-Pres. 





A. E. StTrupwWIckK Co. 


A. E. STRUDWICK, President 


810 BAKER BLDG., MINNEAPOLIS 2, MINN. 























FieNATIONAL UNDERWRITER 








August 16, 1955 


_—_——— 
—, 





Liability 


Automobile 


Business Interruption 


Inland Marine 


Workmen’s Compensation 


Burglary 





Fire and Allied Lines 


of Insurance 


ICT 
INSURANCE 
COMPANY 


ICT BUILDING DALLAS, TEXAS 





320 SEES} 


























Nation-Wide Multiple Line Plus 


@ REINSURANCES @ OVERAGE ACCIDENT 


@ HIGH RATED AND/OR © ERRORS AND 
_ SURPLUS LINE FIRE OMISSIONS 


@ REPLACEMENT COST © HIGH LIMIT EXCESS 


Public Liability 


(ANY SITE) Property Damage, Products 
a @ BUSINESS @ HULL, P AND I, 
INTERRUPTION EXCESS CARGO 

@ BURGLARY @ PILOT, EXECUTIVE 


Interior, Exterior, Robbery TRAVEL ACCIDENT 
ALL UNUSUAL RISKS 


141 W. Jackson Bivd., Chicago 4, Ill. 
Cable Enghur—Chicago 











‘Stockholm’ Granted Liability Limits 


(CONTINUED FROM PAGE 1) 





courses the vessels would pass clear, 
port to port at a safe distance. 

The Andrea Doria came into sight 
at a distance of about two miles, the 
petition continues, and she was well 
on the port bow of the Stockholm and 
was showing her red, or port side, 
light and her white masthead lights 
were open so as to pass at a safe dis- 
tance to port of the Stockholm. 

To insure that there was enough 
distance between the passing ships 
the Stockholm went to the starboard, 
the petition explained. The Doria, how- 
ever, suddenly closed out her red 
light, showed her green light and 
veered sharply to her own left at un- 
diminished speed, turning across the 
bow of the Stockholm. The Stockholm 
went hard right and full astern but it 
was impossible to avoid the collision, 
the petition continued. 

In answering the petition the Italian 
Line defended the seamanship of the 
Doria and stated, that despite the 
charges of fault against the Doria con- 
tained in the Swedish American Line 
limitation petition, that it is significant 
that no formal claim or suit has been 
brought against the Italian Line for 
damages. 

In its statement the Italian Line said 
that the Stockholm was _ traveling 
about 20 miles to the north of its prop- 
er route, that the Doria was traveling 
at reduced speed in fog for about eight 
hours before the accident and had been 
using her radar equipment for several 
hours. “Although the Stockholm de- 
nies it, she had been traveling in fog 
for a substantial time also,” the state- 
ment went on. 

The statement goes on that the cap- 
tain changed his course to port to in- 
sure even more room for passing and 
the maneuver should have let the two 
ships pass in safety. However, instead 
of remaining on its course, the state- 
ment continues, or it too veering to 
port, the Stockholm veered to the star- 
board and toward the Doria without 
reducing its speed. When the Doria 
turned, the statement went on, it 
sounded two whistles, and, it contends, 
the Stockholm did not reduce speed as 
she turned and did not sound whistles. 

To date 10 actions have been filed for 


loss of effects, cargo and personal dam. 
ages. They total $3 million. The Swed. 
ish American Line asked the court to 
issue an order calling in all persons 
claiming damages for loss injury or 
destruction, so all legal actions can be 
consolidated into one proceeding. The 
court set Sept. 11 as the deadline for 
the filing of claims against the Swed. 
ish Line. Only the one ship company 
was mentioned because the Italian 
Line has not yet filed an action ang 
most of the claims name both lines, 

The last official count of persons lost 
in the disaster list 25 dead or missing 
and presumed dead and 28 un- 
accounted for. 

Meanwhile, a contract for construc- 
tion of a ship to replace the Andrea 
Doria was signed in Rome by the 
Italian Line and the Ansado Shipyards 
of Sestri Fonente, near Genoa. Con- 
struction is to be completed before the 
end of 1959. The new ship is to be 
about 30,000 tons with an over-all] 
length of 722 feet. The hull and en- 
gines are expected to cost $29 million. 
The greater part of the money will 
come from insurance on the Andrea 
Doria, with the Italian government 
contributing the rest. The total cost 
of the ship ready for her maiden voy- 
age is estimated at 32 million. 


ITALIAN LINE FILES CLAIM 


Later in the week the Italian Line 
filed a claim for $25 million for dam- 
ages in the sinking of the Doria. It 
also asked the court to deny the Swed- 
ish American Line’s petition for exon- 
eration of the Stockholm in the crash 
and questioned the Swedish Line’s 
right to seek a limitation of liability, 

The Italian Line also filed an answer 
which brought up point by point the 
charges in the Swedish Line’s petition. 
Among the points answered was a 
denial that the moon was shining as 
the ships approached each other. 

The Italian reply also charged, 
among other things, that the Stock- 
holm. failed to keep a good lookout, 
failed to make effective use of her 
radar, was proceeding at immoderate 
speed in fog, failed to stop her engines 
upon hearing the fog signal of a vessel 
forward of her beam, the position of 
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which had not been ascertained. 

Also, that she altered course to star- 
poard without ascertaining the course 
and position of the Andrea Doria, 
failed to sound any or proper whistle 
signals, failed to stop or stop and re- 
verse her engines when the danger of 
collision was or should have been ap- 
parent, was proceeding eastward in 
the path of westbound vessels, and, 
when the danger of collision was or 
should have been apparent, failed to 
take proper steps to avoid it. 

In the Italian version the ships met 
with the Stockholm approaching on the 
Doria’s righthand bow, which would 
place the course of the Swedish liner 
slightly north of the Doria’s course. 

The claim for $25 million included 
the personal effects of the ships mas- 
ter, officers and crew. The company 
also claimed an unstated sum, as in- 
demnity or contribution from Swedish 
American Line, for all the sums the 
Italian line may be called upon to pay 
for deaths, injuries or losses suffered. 

It is expected that the Italian line 
will file its formal petition for a limi- 
tation of liability later this week. 

Attorneys of the ship lines met with 
Federal Judge Walsh, and an agree- 
ment was made that depositions on 
poth sides will be taken beginning 
Sept. 19. 


Lumber Mutual Fire Elects 


Lowden Assistant Treasurer 


George T. Lowden Jr. has been el- 
ected assistant treasurer and comp- 
troller of Lumber Mutual Fire of Bos- 
ton. He joined Lumber Mutual in 1953 
in the accounting department. 








THE OLDEST INSURANCE | 
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55 FIFTH AVE., NEW YORK 


Service Guide- 




















O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 


P.O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 








The LAWRENCE WILSON COMPANY 


Managing General Agents 
“Unexcelled Insurance Facilities” 
SERVICE TO LOCAL AGENTS 
AND BROKERS EXCLUSIVELY 
First National Bank Building Tulsa 3, Okla. 








Fiftieth Anniversary Year 


FIDELITY APPRAISAL CO. 
Established 1905 


Milwaukee New York 

Chicago Philadelphia 
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Detroit Cleveland 


Home Office, Milwaukee 








TRANS-CANADA ASSURANCE 
AGENCIES, INC. 
LLOYD'S CORRESPONDENTS 
SPECIAL RISKS—SURPLUS LINES 
REINSURANCE 
1231 Ste. Catherine St., West 








Montreal, Canada 





Wyoming Agents Meet 
at Jackson to Feature 
Panel Discussions 


The annual convention of Wyoming 
Assn. of Insurance Agents will fea- 
ture a series of panel discussions as 
well as individual speakers. The con- 
vention will be held Aug. 26-28 at the 
Wort hotel, Jackson. 

Among the speakers scheduled are 
Don Waggeman, Commissioner Taft 
and Robert E. Battles, vice-president 
of National Assn. of Insurance Agents. 

Panel discussions, their moderators 
and panel members are: 

Inland Marine—H. A. Realing, past- 
president of the Wyoming associa- 
tion, moderator; Frank J. Fischer Jr., 
marine department superintendent of 
New Hampshire Fire at Chicago; 
Charles J. Hooker, state agent for Ap- 
pleton & Cox Inc. at Denver; E. C. Ga- 
bree, Colorado special agent for Phoe- 
nix-Connecticut group; G. Wesley 
Hall, inland marine division manager 
for General Adjustment Bureau at 
San Francisco, and J. B. Kelliher, lo- 
cal agent of Riverton, Wyo. 

Casualty—Richard Whitfield, past- 
president of the Wyoming association, 
moderator; John B. Leydon of Loyal- 
ty group, Charles McCleod of Nation- 
al of Hartford group, and Robert C. 
Broome of Home. 

Auto—Donald Holcomb, moderator; 
Fred E. Shellman of St. Paul F.&M., 
William H. Sheets Jr. of Commercial 
Union, Leonard Stebbins of Cobb & 
Stebbins, Edward Perry of General 
Adjustment Bureau and Hal Bartlett 
of Wallick & Volk. 

Fire—Edward Jackson, past-presi- 
dent of the association, will be mod- 
erator and panel members will be 
announced at the convention. The 
convention will close with the elec- 
tion and installation of officers and 
the annual banquet on Tuesday 
Aug. 28. 


Employers Mutual Casualty 


Promotes Kelley, Coulter. 


Robb B. Kelley, manager at Phila- 
delphia for Employers Mutual Casual- 
ty, has been transferred to the home of- 
fice as assistant superintendent of 
agencies. He will be succeeded at Phil- 
adelphia by R. Gordon Coulter who 
had been field supervisor in western 
Pennsylvania. 

Mr. Kelley joined Employers at Wi- 
chita 17 years ago, was later trans- 
ferred to the home office and then 
traveled northeast Iowa as a field su- 
pervisor. After service in World War 
II, Mr. Kelley was named field super- 
visor in Nebraska, was appointed Phil- 
adelphia branch manager in 1946 and 
was elected to the board of Employers 
Mutual in 1955. He is president of 
CPCU chapter of Philadelphia and a 
director of the Sparks Club. 

Mr. Coulter joined the company as a 
field supervisor in western Pennsyl- 
vania in 1953 and prior to that had 
been brokerage agency manager for 
American Mutual Liability since 1943. 
For 10 years prior to joining Ameri- 
can Mutual Liability, he had been with 
Manufacturers Casualty, Maryland 
Casualty, and Hartford Accident. 





More States Approve 
Filings of IMIB 


Michigan has approved the filing of 
Inland Marine Insurance Bureau on 
equipment dealers insurance except 
that portion pertaining to coverage on 
tenants improvements and betterments 
and furniture and fixtures. 

The IMIB filing on personal prop- 
erty floater rate and rule revisions 
have been approved in North Caro- 
lina. 
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Big Things Are Happening 


In Insurance... 


ARE YOU ABOARD? 


This is no time for an insurance agent to get left 
on shore. Mounting property values, and new, 
bigger and more varied risks have brought about 
a growing national awareness of insurance; a de- 
mand for broader protection, for new, “all-in-one” 
policies. More than ever, it’s a time when expe- 
rience asserts itself. 





Fire Association has been covering risks and 
taking care of people and things for 139 years. 
That’s experience, certainly. But tradition itself 
has no value to us, except as a teacher. What has 
value is our ability to provide comprehensive 
coverage for today’s requirements. Practical, sen- 
sible coverage that recognizes the social obliga- 
tions inherent in every insurance contract. Cover- 
age that combines completeness with economy. 


How about coming on board our ship? You'll 
find that the crew really know their business! 


Fre Association 
Insurance Group 


INSURANCE COMPANIES OF PHILADELPHIA @ FIRE ASSOCIATION 
@ RELIANCE 
@ EUREKA 











=lysuanee Courant 
STATES OF PENNSYLVANIAN 


PUBLIC LEDGER BLDG., PHILADELPHIA 6, PA. 
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Personal 
Accounts 


Take a look at your personal accounts. In most cases you 
have fire and extended coverage; in not quite so many cases 
a theft policy; in still fewer cases a liability policy. 
Wouldn't you like to write this personal business “‘across 
the board’? It’s much easier if you can offer your clients 
a Zurich or American Guarantée Homeowners Policy*, 
which combines these essential coverages at a saving. 
Zurich-American sales aids will help you explain the 
advantages. You can also offer a choice as to premium 
payment—in full for the policy term or in annual installments. 
A Zurich-American field man will gladly tell you more 
about building your personal accounts—and consequently 
your profits. 


* Approved in most states. 





Zurich insurance Company 
American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 








pioneers in multiple line underwriting 





TRINITY SECURITY 
UNIVERSAL NATIONAL 
INSURANCE INSURANCE 

COMPANY COMPANY 


30th 


Anniversary 








Edward T. Harrison, Chairman 
Gordon S. Yeargan, President 





Home Office, Dallas, Texas 
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Agents Can Lessen Complaints on A&S 


(CONTINUED FROM PAGE 8) 





a sale and to increase his own income 
when he approaches a prospect. But, 
when he fails to have the prospect 
answer all the questions on the appli- 
cation or when he fails to explain 
just what the policy does not cover, 
he is building the foundation for a 
complaint which will come when the 
client has a claim. 

A look at the other reasons for com- 
plaints made in 1955 to the New York 
department lead to a similar conclu- 
sion. 

The list includes: dispute over 
amount of claim, 56; dispute over lia- 
bility, 53; delay in payment, 50; total 
vs partial disability, 34; misrepresen- 
tations by insurer, 31; cancellation by 
company, 29; returned premium, 28; 
interpretation of policy provisions, 18; 
refusal to renew by company, 15; late 
notice, 11; waiver of conditions, eight; 
dispute over amount of premium, sev- 
en; misleading advertising, four; mis- 
representation of cover or rate, four; 
and rescission of contract and return 
of premium, three. 


As can be seen by these figures and 
others from additional insurance de- 
partments, misleading advertising is 
clearly not a major cause of com- 
plaint, either valid or unjustified. A 
survey of 40 states shows that many of 
the companies about which most com- 
plaints of misleading advertising have 
been received do extensive advertis- 
ing, which may be an indirect cata- 
lyst of complaints. 

Also, insurers, about which the larg- 
est number of complaints were made, 
were among those having the largest 
volume of premium income. 

Nationally, and common to all juris- 
dictions, the main causes of com- 
plaints are pre-existing conditions; 
cancellation, non-renewal or limiting 
riders; and administrative delays in 
settling claims, completing proofs, cor- 
respondence, etc. 


When a complaint is sent to a de- 
partment or insurer about a claim 
payment it is usually based on unsat- 
isfactory offer of settlement, postclaim 
underwriting, computation of indem- 
nity, excessive evidence being re- 
quired by the insurer, incomplete 
claim ferms, payment of partial claim 
offer of compromise on remainder, 
failure of mail order company to pay 
claim, or the procedural difficulties in 
filing claim forms. 

Other complaints revealed by a sur- 
vey in 40 states, arose from insured 


misunderstanding policy Provisions, 
policies being lapsed and reinstated 
applications containing incorrect in. 
formation, premiums not being fe 
funded when policy was unsatisfac. 
tory to policyholder, policies contain. 
ing exclusions, longer waiting periog 
required than the usual 15 or 30 days, 
clauses requiring house confinement 
for sickness, group coverage being ter. 
minated without extension of benefits 
for current month even though pre- 
mium was deducted from current 
month’s pay, protection being lost, yn- 
fairly, because of late payment of pre- 
mium, and companies sending unsat- 
isfactory letters when rejecting a 
claim. 


In a general summary of 36 states 
reporting, of 2,482 complaints, 43% 
were deemed valid by insurance de- 
partments. 

Many times, as can be seen by the 
above figures, insurers have done 
nothing wrong. Take, for instance, 
pre-existing conditions. Complaints for 
this reason have no merit, in one 
sense, but still they might reflect the 
lack of proper selling. If insured knows 
in advance of purchase that the con- 
tract excludes illness arising from a 
condition that exists at the time the 
contract is made, he is by no means 
so apt to feel resentment after illness 
sets in and a claim is denied. 


One point that is and should be 
emphasized is that when a complaint 
is made io an insurance company, it 
is immediately investigated, first, to 
see if it is valid, and, if so, to take the 
steps to clear up the matter, and, sec- 
ond, to determine, if possible, the rea- 
son for the complaint, even if it is not 
valid. The complaint is referred to 
company executives and studies are 
made to determine whether the com- 
plaint has brought up a point which 
indicates a need for change of proce- 
dure. 

Most insurers are highly sensitive 
and responsive to criticism, conse- 
quently the exact nature of the com- 
plaint is important, one executive 
stated. If it is found that the criticism 
stems from a poor job of selling, the 
company determines whether _ the 
agency force needs better or more 
training or whether the questions in 
the application are extensive and clear 
enough to develop a full view of the 
applicant’s health for the agent and 
his insurer and for the applicant to 
understand fully just what the policy 
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Call a,Specialist! 


Located in a world center of the oil 
industry, we have substantial experi- 
ence and capacity in oil insurance... 
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AND OFFSHORE 


For Agents & Brokers only 





SOUTHERN MARINE & AVIATION UNDERWRITERS 


INC. 
ee On a 





TULANE 5266 








TI 
bu 
tu 


TUTE =—_—— —<«_~——_» = ———(iiC ee 








States 
» 43% 
ce de- 


by the 

done 
stance, 
nts for 
nm one 
ect the 
knows 
e con- 
rom a 
ne the 
means 
illness 


ld be 
nplaint 
any, it 
rst, to 
ike the 
d, sec- 
le rea- 
is not 
red to 
es are 
> com- 
which 
proce- 


nsitive 
conse- 
2 com- 
ecutive 
iticism 
ng, the 
r the 

more 
ons in 
d clear 
of the 
at and 
ant to 
policy 











August 16, 1956 


HeNATIONAL UNDERWRITER 35 








covers. The application ought to be 
worded so explicitly that the agent 
can't get off the track during the in- 
terview and the questions should be 
so complete that when all the ques- 
tions are answered the needed infor- 
mation will be complete. 

In the over-all picture, some com- 
panies are a little too easy in issuing 
policies and don’t use proper under- 
writing or investigation. Then trouble 
develops on claims. Others find the 
agency force does not do its job prop- 
erly or fully. Other insurers have 
cleared up the situation with a few 
changes in procedures. Whatever the 
complaint, if it is valid, the objective 
of companies is to do everything to 
avoid similar complaints in the future. 





General of Seattle Has New 
Building in St. Louis 


General of Seattle group had an 
open house for its agents and a small 
group of St. Louis business men in its 
new central division headquarters at 
3750 Lindell boulevard, St. Louis last 
week. This was followed the next day 
by an open house for employes and 
their families. 





John B. Scurry is resident vice- 
president in charge of the central di- 
vision, and acted as host along with 
President W. L. Campbell of General 
of America Corp. 

The central division covers 13 states. 
The new three-story headquarters 
building contains all the modern fea- 
tures. 





Albert E. Mezey of New York City 
has been named chairman of a special 
committee of New York State Assn. 
of Insurance Agents to promote and 
publicize throughout the state the an- 
nual convention of the national as- 
_ in New York City, Sept. 17- 


Employers Re Has 
Gain in Underwriting 
Profit in Half Year 


Net earnings of Employers Reinsur- 
ance in the first half of 1956 were $1,- 
541,469, equal to $2.57 a share, com- 
pared with $1,208,734, or $2.40 a share 
a year ago. Underwriting profit rose 
$800,000, reaching $2,100,697 for the 
first six months, as against $1,300,592 
a year ago. Investment income 
amounted to $665,894, compared with 
$599,569. Net realized capital gains 
showed on the books as 25 cents in 
contrast to $134,942 a year ago. 

After cash dividends of $400,000 and 
a stock dividend of $500,000, net ad- 
ditions to surplus for the six months 
were $760,333 compared with $1,279,- 
927. 

President Frank Proper said the 
favorable results in 1956 were made 
despite “substantial increase in both 
number and severity of motor car 
liability claims.” Premium volume was 
slightly higher than a year ago, and 
prospects for the balance of the year 
are considered good, he said. 

The June 30 balance sheet showed a 
loss reserve of $28,361,446 and an un- 
earned premium reserve of $10,260,331. 


N. Y. Assn. Maps Plans 


For Legislation 


Leaders of New York State Assn. of 
Insurance Agents met in New York 
City to develop preliminary plans for 
the legislative program to be adopted 
by the association. They had an in- 
formal conference with Superinten- 
dent Holz, who said that legislative 
hearings similar to those held last 
year would be called soon and that all 
interested associations, groups, com- 
panies and individuals would be in- 
vited to state their views on proposed 
or desired legislation. 

Among the subjects discussed were 
problems created by the sale of phys- 
ical damage cover by unlicensed auto- 
mobile dealers, including the recently 
highlighted overcharging by insurance 
companies; loopholes in the agents’ 
licensing law, which legally permit 
unlicensed persons to solicit insurance; 
the status of the unearned premium 
reserve of companies in liquidation, 
and other matters presently concern- 
ing association members. 


Hartford A.&I. Promotes 


MacClurg at Syracuse 


Hartford Accident has appointed A. 
J. MacClurg superintendent of the 
bond department at Syracuse, N. Y. 

He joined the company in 1936 as 
claims adjuster in Hartford. He trans- 
ferred to Milwaukee in the same ca- 
pacity and was later promoted to bond 
special agent there. 
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Service does Pay 


Says a Pearl-American Agent in North- 
ern New Jersey. This is his story: 


“I was walking down the street one day 
when I saw a sign in a shopping center 
store window reading: “The Modern 
Upholstering Company will occupy 
this store on July 1, 1954.’ I knew the 
building was one risk and that the up- 
holstering occupancy would substan- 
tially increase the cost of the building 
fire insurance. I called this to the attention of my client 
who owned the building. Fortunately for him the lease had 
not yet been signed. As a consequence the increased cost 
which amounted to nearly $700 came out of the pocket of 
the tenant and not my client. For years I had been trying 
to get this client’s entire account. Shortly afterward he 
turned it all over to me with the remark ‘T like to deal with 


people who are on their toes’.” 





Every Pearl-American Agent has at his command the 
facilities of one of the world’s greatest companies. We in- 
vite your inquiry. 


E 
nt can best SERVE the 
is free to utilize the > 
continuing str 
that this 


mportant 
VE be emphasized 


service 





Fea peeeemane 


PEARL ASSURANCE COMPANY, LTD. 
THE MONARCH INSURANCE COMPANY OF OHIO 




















36 


FieNATIONAL UNDERWRITER 


August 16, 1956 








Surety Assn. Gives Minimums Needed 


(CONTINUED FROM PAGE 12) 





insured. This is rather startling and 
points up strongly the need for im- 
proved counsel and guidance in 
determining reasonable, realistic and 
adequate minimum bond amounts. 

A recent case illustrating the grave 
hazard of underinsurance was the 
$800,000 embezzlement which de- 
veloped over a period of only nine 
months in which a $60 a week voucher 


clerk in a large manufacturing corpor- 
ation used faked invoices, checks and 
partnership certificates of dummy con- 
cerns to bill his company for non-ex- 
istent goods and machinery. The faked 
invoices were paid by the company 
which had a fidelity bond in an 
amount that covered merely a fraction 
of the $800,000. 

In a somewhat similar operation, 










SWISS 


REINSURANCE 


COMPANY 
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several shop foremen and three other 
employes of a large public utility con- 
ducted a enormous voucher-padding 
racket over a period of a year and a 
half, conspiring to cause their company 
to pay to various subcontractors for 
materials, services and labor amounts 
of money in excess of those due. The 
difference, totalling $900,000, was split 
between the seven employes and mem- 
bers of the subcontracting firms. The 
bond was in a much smaller amount. 

A cashier of a large brewing com- 
pany, after 28 years of service with his 
firm, recently was discovered to have 
stolen $186,000 in five years, most of 
which he lost at race tracks. His bond 
was $100,000. The balance of $86,000 
was uninsured. 

. _ 7 

A gray-haired, motherly bookkeeper 
in an advertising agency, by altering 
the agency’s checks, contrived to steal 
$40,000 in four years. The agency was 
seriously crippled by the loss and com- 
pelled to make a general assignment 
for the benefit of its creditors and go 
out of business. There was no fidelity 


bond on the bookkeeper. 

No half measures were taken by the 
trusted bookkeeper of a piano many. 
facturing firm who stole $72,000 of the 
firm’s assets, throwing her fellow em. 
ployes out of work because the plant 
was compelled to close down. She haq 
been employed by the firm for 25 years 
and was so well trusted that no hon. 
esty -insurance was carried. 

While these are somewhat spectac. 
ular instances, the tendency toward 
underinsurance is amply evidenced by 
thousands of other embezzlements by 
dishonest employes of smaller firms, 
Surety Assn. points out. Many of the 
amounts stolen were more modest in 
size, but nevertheless they caused se. 
rious financial harm, and in fact there 
are many firms endeavoring to remain 
on the right side of the ledger to which 
an embezzlement loss of only several 
thousand dollars could conceivably 
spell ruin. 

A spot check of surety claim files 
reveals a widespread prevalence of 
underinsurance. The following cases 
are typical: 
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United States Manager 
J. K. BATTERSHILL INC. 





161 East 42nd Street 
New York I7, New York 


UNITED STATES BRANCH, ESTABLISHED 1910 














Business Employe Loss Bond Unin- 

sured 

Loss 
Wholesale produce Bookkeeper $185,820 $25,000 $160,820 
Dress manufacturer Dept. manager 43,000 20,000 23,000 
Plumbing supplies Warehouseman 17,000 2,500 14,500 
Retail dairy Office manager 11,000 2,500 8,500 
Furniture dealer Credit clerk 22,000 5,000 17,000 
Coal and Ice Co. Bookkeeper 28,240 5,000 23,240 
Wholesale grocer Salesman 29,345 12,500 16,845 
Hospital Chief clerk 15,000 5,000 10,000 
Paper mill Paymaster 45,000 10,000 35,000 
Public utility Treasurer 99,139 25,000 74,139 
Machinery mfrs. Sales manager 96,940 50,000 46,940 
Export-import Bookkeeper 65,891 20,000 45,891 
Department store Several 81,000 15,000 66,000 
Meat packer Superintendent 43,404 10,000 33,404 
Automobile dealer Distributor 98,700 50,000 48,700 
General mdse. Cashier 22,000 3,000 19,000 
Heater mfr. Manager 30,000 10,000 20,000 
Refrigerator mfr. Cashier 20,810 5,000 15,810 
Rubber mfr. Bookkeeper 126,700 26,000 100,700 
Steamship company Asst. cashier 65,000 1,000 64,000 
Advertising Billing clerk 90,875 10,000 80,875 
Auto dealer Bookkeeper 31,361 10,000 21,361 
Department store Floor manager 18,500 10,000 8,500 
Foundry Bookkeeper 36,000 7,500 28,500 
General mdse. Manager 15,200 10,000 5,200 
Grain dealer Elevator manager 26,306 10,000 16,306 
Hardware Credit. Manager 40,871 10,000 30,871 
Mfr. radio tubes Several 48,000 20,000 28,000 
Novelty mfr. Shipping clerk 34,696 12,500 22,196 
Oil drilling Supervisor 30,882 10,000 20,882 
Paper products Warehouseman 25,551 15,000 10,551 
Rubber products Office manager 150,500 25,500 125,000 
Tobacco products Bookkeeper 43,000 10,000 33,000 
Wholesale grocers Cashier 52,348 10,000 42,348 


Honesty insurance sufficient to cover Money is not always the principal 





these losses obviously would have cost 
only a fraction of the amount the firms 
were obliged to pay for errors of judg- 
ment in estimating the possibilities of 


target of the embezzler, at least not 
initially. Many thousands of dollars 
worth of merchandise, tools and equip- 
ment have been stolen and sold off the 
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Sale FISHING? 
.». Try Anchor! 


You'll need a strong line of up-to-the- 
minute coverages to pull ’em in this 
year. Anchor's multiple line facilities, 
plus superb service and underwriting 
knowhow, will give you the answer to 
a boatload of satisfied customers. 








MULTIPLE LINE FACILITIES 


Workmen’s Compensation Burglary—Plate Glass 


Automobile Fire & Allied Lines 
Misc. Gen. Liability Fidelity & Surety 
Allied Lines Inland Marine 


See Your Anchor Man for Helpful Assistance 
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ing from food and small sundries to 
refrigerators and electronic equipment 
But the net result, in cumulative fi- 
nancial loss to the firm, is just as 
serious as funds directly embezzled. 

After all, when there is a dishonesty 
loss, where is the money coming from 
to pay for it, if there is no fidelity bond 
or if the bond is insufficient? It has to 
come from some source—from profits, 
reserves, capital or credit, the booklet 
states. In a very real sense, therefore, 
the firm that secures honesty insurance 
in a sufficient amount is insuring that 
it will not find its financial condition 
or its very existence seriously jeop- 
ardized through the loss of its money 
or other property to dishonest em- 
ployes. 

That is why the impersonal, factual 
schedule of suggested minimum 
amounts of essential honesty insurance 
has been carefully set up. It is truly a 
yardstick that can be applied to any 
firm, regardless of size or experience 
or longevity. A firm established a cen- 
tury ago, after all, still has today’s 
hazards with which to cope. A fire may 
break out tomorrow. A burglary may 
be successfully carried out tonight. A 
series of embezzlements. on the other 
hand, may be artfully concealed over a 
long period without the knowled‘e of 
management, and the cumulative ef- 
fects may well be disastrous. 

That is why the suggested minimum 
amounts of honesty insurance are so 
yastly important, not merely as a 
mathematical formula, but as a prac- 
tical, money-saving means of protec- 
tion that will safeguard the firm’s 
assets from financial loss through em- 
bezzlement and enable it to continue as 
a solvent and successful business en- 
terprise. 

The booklet stresses that the min- 
imum amount recommendations are 
basic guides, and in the final analysis 
itis management itself, in consultation 
with the firm’s agent or broker and 
certified public accountant, who must 
decide the employe dishonesty loss 
potentialities of the concern and the 
needed amount of honesty insurance 
with which to protect it. 

The grave peril of underinsurance or 
insufficient fidelity bond coverage, 
however, is obvious, and it is stressed 
by the size and frequency of large- 
scale embezzlements. The amount of 
the fidelity bond should be sufficient 
to protect the firm against disastrous 
losses, and all employes should be 
bonded because employe dishonesty is 
not limited to those who hold trusted 
positions or have direct contact with 
the firm’s funds. Every employe pre- 
sents a possible hazard. 

The foreward to the booklet was 


prepared by John H. Zebley Jr., presi- 
dent of American Institute of Account- 
ants. “American business is deeply 
concerned about the upward trend of 
losses due to employe dishonesty,” Mr. 
Zebley notes. “How much fidelity cov- 
erage is necessary is always a difficult 
question. Certified public accountants 
frequently recommend to their clients 
additional honesty insurance when 
they consider coverage to be inade- 
quate. Now Surety Assn. of America 
has taken an important step forward 
by presenting the results of its research 
designed to provide a method of meas- 
uring the need for this type of cover- 
age.” 

Surety-Assn. also has prepared a 
folder, entitled Here Is Your Answer, 
designed for use of field men and 
agents. It contains the formula and the 
exposure index with explanatory ma- 
terial and a one page selling message 
plus a section for company and/or 
agency name imprint. 

A copy of the booklet may be obtain- 
ed without charge from the educational 
department of Surety Assn. of Amer- 
ica, 60 John street, New York 38. 





Kemper Companies Make 


Eastern Department Change 


The Kemper companies have made 
several changes in the eastern depart- 
ment claims staff. 

Frederick S. Benson has been pro- 
moted to assistant claim manager for 
the company’s eastern department at 
Summit, N. J. In other promotions 
Edward G. Liston has been advanced 
to New York City claim manager, John 
P. Paper to superintendent of suits in 
the metropolitan area and E. C. Galvin 
to claim manager at Jamaica. 

Mr. Benson joined the companies in 
1935 as an attorney in the legal de- 
partment at Syracuse, was promoted 
to claim manager at Buffalo in 1939 
and at New York City in 1948. He was 
named resident secretary of Lumber- 
mens Mutual Casualty and of Ameri- 
can Motorists in 1950. 

Mr. Liston, formerly assistant claim 
manager at New York City, joined the 
Kemper companies in 1934 as a claim 
adjuster and was promoted to liability 
claim supervisor in 1948. Mr. Paper 
began his career with the Kemper com- 
panies in New York City in 1938 as a 
claim adjuster and was promoted to 
supervisor in 1946. Mr. Galvin joined 
the companies at Boston in 1933 and 
has held positions as claim adjust- 
er and claim manager in Binghamton, 
Newburgh and Albany. 





Watson Sterk has acquired the in- 
terests of John D. Westra in the West- 
ra agency of Waupun, Wis., and will 
continue the agency under the same 
name. The agency was established in 
1925 and Mr. Sterk became a partner 
in 1948. 












_~ Booth,Potter, Seal & Co. 
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Philadelphia 6, Pa. 
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Snow, Knapp to Fire Posts 


for Industrial Indemnity 
Industrial Indemnity has named 
David C. Snow fire manager at Fresno 
and Raymond L. Knapp asistant divis- 
ion fire manager at San Francisco. 
Mr. Snow was formerly a special 


agent for the company in the San Die- 
go field. He joined Industrial Indem- 
nity in 1954 after five years as an un- 
derwriter and special agent. 

Mr. Knapp was formerly a partner 
in an Oregon local agency and has 
more than 20 years of insurance ex- 
perience. 








OUR POLICIES 


Loss of Time 
Accident and 
Sickness 


Hospital Medical 
and Surgical 


TETANUS, 


Non-Cancellable 
and Guaranteed 
Renewable to 
Age 65 Accident 
and Sickness 


ILLINOIS MUTUAL CASUALTY COMPANY'S 


SPECIFIC DISEASE 
EXPENSE POLICY 


Protects against expense of 


CANCER, POLIO 


AND THESE 9 OTHER DISEASES: 


LEUKEMIA, 
POX, ENCEPHALITIS, DIPHTHERIA, 
SCARLET FEVER, 
SPINAL MENINGITIS, AND RABIES 





Desirable Agency 
Openings Avail- 
able in the 
Following: 


Arizona 

Hlinois . 
Indiana 

lowa 

Florida 
Colorado 
Michigan 


SMALL- 


Minnesota 
TULAREMIA, Missouri 
Nebraska 


N. Dakota 





Major Medical 


POLICY FEATURES: 


Ohio 
Wisconsin 





Cancer and Specific 
Disease Expense 


‘ out of hospital. 


Franchise Group 
and Key-man 
Loss of time Plans 











Peoria, Illinois 


*® Policy limits payable for EACH person 
for EACH disease covered. 


* Takes care of expense incurred in or 


*® Pays expense from date of occurrence 
to maximum in policy or for three years, 
whichever occurs first. 


We will welcome your inquiry concerning Direct Contract and Brokerage Arrangements. 


i E. A. McCord, 
he Office: \LALARQOAS WAT Ye ae ‘ 
a CASUALTY COMPANY Wea 


WOW ASSESSABLE 





‘Dependable Accident, Sickness, and Hospital Insurance since 1910" 


Why not plan now 
to make Illinois 
Mutual Your 
Company for Your 
Accident and 
Sickness Business? 
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HEMAANCE 





THE Qptio STATE LIFE 


COLUMBUS, OHIO 


How te draw 
a Full House 


Your clients need life in- 
surance, too. And you 
should be making the 
extra profit dollars that 
go with selling it to them. 
Are you? 





A COMPLETE LINE OF LIFE, HEALTH, ACCIDENT AND HOSPITAL COVERAGE 
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inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
to make payment in advance. 
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PERMANENT POSITIONS 
for 
INSURANCE ADJUSTERS 
With Our Expanding 
SUBURBAN 


——— 


Account Selling Solves Agency Problems 


((CONTINUED FROM PAGE 9) 





icy and per account will probably indi- 
cate that on the small accounts the 
ageny doesn’t break even on policy 
processing costs on many policies and 
many clients. Not only is there no 
profit, but there is no compensation for 
sales effort, no money to process in- 
terim policy changes, nor any money 
to pay the agent for services he must 
give at the time of a loss. Therefore, 











WANTED 
FIRE & INLAND MARINE 
INSURANCE MANAGER 





WAbash 2-6420, Ext. 371. 


CLAIM OFFICES 


GLENVIEW 
and 
CHICAGO SOUTH SIDE 
TRAINEES & EXPERIENCED 


EXPERIENCED—Permanent positions for men under 45, with experience in 
Personal Injury and Property Damage Adjusting. Persons with college back- 
grounds who desire advancement, fine working conditions, and liberal 
company benefit plans, will receive top starting salaries. 

TRAINEES—Permanent positions for men with the initiative, interest, and 
ability to perform insurance claim adjusting duties. Involves the investiga- 
tion and negotiation and settlement of claims. College graduates with good 
scholastic records can qualify. Sound training program for men interested 
in insurance as a profession. Age to 30. Very attractive starting salaries. 
Suburban offices are located at 1031 Waukegan Road, Glenview, Ill. and 
10516 S. Western Avenue, Chicago. Applicants should contact our Per- 
sonnel Department at 170 W. Jackson Blvd. The telephone number is 


U. S. FIDELITY 
& GUARANTY COMPANY 


170 W. Jackson Blvd. 
_ Chicago, Ill. 


We seek a well qualified man to take over the 
managership of our Fire and Inland Marine 
Departments which are being combined. Present 
annual volume several million and rapidly ex- 
panding. Underwriting and Personnel Supervi- 
sion ability most important. Age 30-40 and 
preferably college graduate. Our agency is 
located in Chicago. It does only indirect busi- 
ness and also manages a growing multiple line 
stock company. A real opportunity with a future. 
Queries kept confidential. Address Box N-84, 
c/o The National Underwriter Co., 175 West 
Jackson Blvd., Chicago 4, Ill. 








UNUSUAL OPPORTUNITY 
EASTERN MISSOURI FIELDMAN 


Multiple Line experience necessary. Give 
details as to qualifications and salary re- 
quirements. 
MICHIGAN MUTUAL LIABILITY CO. 
3920 Lindell Blvd., St. Louis 8, Mo. 








FIELDMAN—OHIO 


A prominent and progressive multiple line group 
has an opening for a Fire State Agent to travel 
Western Ohio with headquarters in Columbus. 
This is an excellent opportunity for a production 
man of proven ability who is established in this 
territory. Salary open depending on ability and 
experience. Replies will be held strictly con- 
fidential. Write Box N-85, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














AUTOMOBILE UNDERWRITERS 


Excellent opportunities in new ultra modern 
building; merit increase program, liberal 
benefits, pleasant working conditions, 36!/4 
hours. 


LUMBERMENS MUTUAL 
CASUALTY COMPANY 
a division of 
Kemper Insurance 
Beechwood Road, Summit, N. J. 
CRestview 3-9000 








PRESIDENT WANTED 
FOR A SOUTHERN 
FIRE & CASUALTY CO. 


A southern fire and casualty com- 
pany seeks an executive officer. 
Casualty experience necessary. Di- 
rect replies with references to Box 
NY-53, c/o The National Under- 
writer Co., Advertising Dept., 99 
John St., New York 38, N. Y. 


LARGE DETROIT AGENCY 

Needs fire insurance underwriter and head up 
department. Prefer man between 30 & 40 years 
old with knowledge of markets, agency opera- 
tion, fire engineering and rating. Exce lent op- 
portunity. tite full qualifications and refer- 
ences in first letter. Address Box N-87, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








WOULD YOU INVEST 
$7200 ANNUALLY 
In a man age 34, married, one child, college 
Grad, 10 years multiple line experience, under- 
writing, special agent, sales and office proced- 
ures. Ambitious, willing to work toward promis- 
ing future. Will relocate. Address Box N-89, c/o 
The National Underwriter Co. 
175 W. Jackson Blvd. Chicago 4, Ill. 














WANTED 


HOME OFFICE EXAMINER 
CASUALTY ADJUSTERS & 
SUPERVISOR 


now available for above, due to com- 
pony's well planned expansion in casualty field. 
Your experience might command an above aver- 
age salary including regular company benefits. 
Write giving details of your present status, 
interview will be arranged. 


LINCOLN CASUALTY CO. 
175 W. Jackson Bivd. 

Chicago, Illinois 

Attention: S. R. Virco 


Examiner applicants write Lincoln Casualty Co., 
Springfield, Illinois, Attention S. R. Virco. 


Paciti 
P 











SPECIAL AGENT — PENNSYLVANIA 
Fire Company new in Multiple line cov- 
erages needs Special Agent for Pennsyl- 
vania, Must locate in or near Allentown, 
Pa. Salary open. Replies confidential. 
Write Box N-76, The National Underwriter 
a 175 W. Jackson Blvd., Chicago 4, 
IMlinois. 








WANTED 
Direct home office connection with automobile 
specialty stock company off 1. Policy 


writing, underwriting and claims handled by 
agent. After closer competition with direct 
writers without losing control of business. 
FRANK A. ANDERSON AGENCY 
40'/. E. Pike Street 
Pontiac, Michigan 








UNDERWRITER 


Chicago Agency offers excellent opportunity for 
young man with several years Casualty Under- 
writing experience to enter Lloyds field. State 
age, experience and salary requirements. Replies 














’ MULTIPLE LINE FIELDMAN 


A progressive multiple line company requires 
the addition of a fieldman in Kentucky, travel- 
ing out of Louisville. Prefer predominantly fire 
background. Experience in Kentucky field would 
be helpful but not necessary. Splendid oppor- 
tunity for advancement. Please give full details 
as to age, experience and family status. Reply 
Box N-88, c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, III. 





WANTED—FIELD SUPERVISOR 


Unusual opportunity for experienced person to 
supervise Indiana for this alert property in- 
surance company that belongs to its agents. 
Give us details of your qualifications and per- 
haps references. 


Excelsior Insurance Company 
Syracuse 2, New York 


fidential. Address Box N-86, c/o The National 
< wet Co., 175 W. Jackson Blvd., Chicago 











FLORIDA AGENTS WANTED 
Opportunities in Orlando and Pensacola with 
established direct military company. Financial 
assistance to establish your business. Must hold 
fire and casualty license. Reply with full resume. 
All replies confidential. 

INTERNATIONAL SERVICE 
INSURANCE COMPANY 
Box 1040, Fort Worth, Texas 


—— 


instead of contributing to agency prof. 
it, such business is being subsidized by 
the more profitable accounts. 


If the agency business were cop. 


ducted solely on a mercantile basis 
the obvious course of action would be 
politely but firmly to request a large 
number of policyholders to take their 
business elsewhere, he suggested. No 
matter how economically sound such a 
course of action would be, the public 
relations aspect could be disastrous, es. 
pecially in a small, closely knit com- 
munity. Most of us recognize the public 
interest aspect of the insurance busi- 
ness and accept its burdens. Therefore, 
a solution must be sought that is both 
consistent with the agent’s concept of 
insurance business conduct and ac- 
ceptable to the public generally. 


The suggested answer to this prob- 


lem of unprofitable small business js 
account selling, which will increase 
commission income on the accounts 
retained and dispose of accounts which 
cannot be made profitable. Such a plan 
may be administered in a manner en- 
tirely consistent with good public re- 
lations and the profit motive. For ex- 
ample, the plan could be established 
along the following lines: 


No agency shall be sold or renewed 


by this office with a commission of 
less than $---, 
of cost) unless: 


(For example, 125% 


1. This agency is writing all general 


insurance carried by the client. (This 
rule takes care of the public interest 
aspect by not denying agency service 
to the small buyer who gives you all 
the business he buys). Or, 


2. Insured is connected with an ac- 


count that meets over-all commission 
requirements. (This takes care of the 
employe or relative of a valued client.) 
Or, 


3. Insured has growth possibilities. 


(it pays to get in early on a growing 
business.) Or, 


4. It is an entrée policy into an ac- 


count that has development possibili- 
ties, meeting over-all commission re- 
quirements. (Policies in this category 
should not be renewed more than 
twice if no additional business is ac- 
tually acquired.) Or, 


5. The policy is for a key person or 


account to the agency. (Someone who 
can direct further business or a pres- 
tige account that has word of mouth 
advertising value, etc.) 


Provision must necessarily be made 


for exceptions to the rule, Mr. Criddle 
admitted, but approval of exceptions 
must be left in the hands of the pro- 
prietor or partners and should be kept 
to a minimum. Too many exceptions 
will obviously defeat the objective. 


The technique of implementing such 


a program is simple. When a new client 
or renewal item is encountered that 
does not meet requirements, insured is 
given the explanation that general in- 
surance is basically a single problem, 
not a series of unrelated problems. To 
obtain proper service, it is important to 
him that one qualified agency be given 
all his business and the responsibility 
for insurance service. Such a plan will 
achieve coordination of his protection 
and make him a more valued client. 


If the policy under discussion is for 

















CASUALTY FIELDMAN 
Expanding progressive multiple line company 
requires ‘services of an experienced casualty 
fieldman to further develop and service an 
established fire and marine agency plant in 
Ohio. Age to 40. Include age, experience, 
education and military status in reply to Box 
N-77, The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Illinois. 





CASUALTY ENGINEER AVAILABLE 


10 years diversifier experience. Michigan 
territory desired. Elevator license. Address 
Box N-92, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Il. 











NOSKER EMPLOYMENT AGENCY 


Insurance Specialists 33 years 
Operating in California exclusively 


FRANK D. NOSKER 


GENERAL MANAGER 
610 So. Broadway - Los Angeles 14 
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an account which would be profitable Therefore, the item of selling expense 
qver-all, it is obvious that a deter- should be less for increasing and main- 
mined effort should be made to obtain taining income from established client 
— | the whole account for the agency. If relationships. 
'Y prof. | the whole account still is below the In office expense there are many 
ized by | commission requirements, the agent unit costs that tend to remain level re- 
may advantageously take the position gardless of premium size, he observed. 
‘e€ con. | with the client that, regardless of Policy processing is one, accounting is 
> basis, | whom he selects, it is to his best in- another, files and records still another. 
ould be | erests to appoint one agent to handle Any procedure that will reduce the 
a large | ll his affairs. The obvious sincerity of units handled without reducing income 
ce their | qch a recommendation will maintain will add to profits. Having all the busi- 
ted. No | the agent’s public relations and he will ness for one account will reduce these 
| sucha | either acquire the business capable of units of office expense because it will 
public | producing profit or rid his office of provide a better opportunity of com- 
ous, es- | items that actually cost him money. bining related coverages into one pol- 
it com- Competing agents will be quick to icy instead of several. This could mean 
2 public | recognize that something is going on only one rating and value review, han- 
e busi- | yhen they are given a piece of business dled at one time, instead of several 
erefore, | that was the account selling agent’s, or handled at different times. It will mean 
is both | jse some of theirs to him. Human na- one negotiation with the insurance 
cept of | ture being what it is, they will prob- company and should improve the speed 
nd ac- | ably adopt the same approach, thus of handling because of greater famil- 
y. indirectly aiding the agent. Carried to iarity with the account. Account selling 
S prob- | its ultimate, insured and agent and his could be fully justified on the basis of 
iness is | competitors will all be better off when expense reduction alone. 
ncrease | entire accounts are handled by one However, another important aspect 
ccounts f agent. is that the agent’s competition prob- 
swhich | Because account selling will reduce lems should be fewer because his com- 
1a plan | the loss at which small premium busi- Petitor won't have a “foot in the door 
ner en- | ness is usually served, Mr. Criddle rec- by writing and servicing one or more 
blic re- | jmmended it as at least a partial an- policies for the account. In addition, 
For ex- | wer to this problem. there will be a change in the nature of 
'blished For small premium business account amt gy pes oe oe n 
‘sage > P a ts) ’ w 
enewes | sling i strictly a defensive step. Mr. ‘pecome a valued adviser on all insur 
sion of vital function of account selling—to ance matters instead of just another 
» 125% increase profits on medium and large agent try ing to sell a policy. ‘ 
ts Psychologically, when pressure is 
general — 7 : 2 relaxed, a client who has sternly re- 
. (This | Profit is the difference between in- sisted a sales talk for years will be- 
interest | ‘me and expense and may be in- come a voluntary purchaser of needed 
service | eased by increasing income without protection when it is properly ex- 
you all | ‘corresponding increase in expense, Or pjained and objectively discussed. By 
ty increasing income at a faster rate this process the client will do a far 
an ac- | an expense, or by maintaining in- better job for himself because he will 
mission | ‘me and decreasing expense. Ex- give the time and attention necessary 
of the | enses fall chiefly into two broad cate- to the determination of his real insur- 
client.) gories—selling and office. As to selling ance needs and less time to the com- 
expense, it is generally recognized that petitive aspect of cost and coverage 
bilities, | here is less involved in adding ad- trading. It is startling how many in- 
srowing | litional coverages for existing accounts sured buy on an improper basis simply 
than there is in seeking entirely NeW because their needs are made sec- 
an ac- | «counts. Further, there is nearly al- ondary to price consciousness. They 
ossibili- | "aS far less selling expense involved ji)} often buy insurance they don’t 
ion re- | 2 tetaining a renewal than there is in really need just because they have 
ategory putting a new policy into effect. (CONTINUED ON PAGE 40) 
ethan 
; is ac- 
-««|| LO BUILD BUSINESS 
me who 
a pres- tN} Q 
- mouth Pe Se CPE TITS Okra T pte 56 
cs he hy - a 
SAS EOE, 
— = GO ARGONAUT 
e made oat? oN MY fees D snes 
Criddle bog Re eS D if 
ceptions ae = # rN, 
he pro- So els 
be kept * a 
ceptions oie 
tive. 
ng such 
w client 
ed that 
sured is 
eral in- 
roblem, 
ems. To “nee te 
rtant to Bh ea ae A 2 xed 
° a s il oes Y soe ae 
lan will MELACAL oF 
otection Stee seat gS Eaeee aks ve 
client. Pe EVEL REP 
se Be ceeye et - og nS 
—eemnenie wl re cahye ee He eee” ye crs 
. —RANCE GROW!) - 
ENCY i BEN canal 
rears v : 
rely 
5 nad eS, Ci ene < Spee $ f 
eles 14 Be eh ee eae Vere 








XU 









PRITCHARD anv BAIRD 


99 John St., New York 38, N. Y. 
Phone WOrth 4-1981 
| REINSURANCE | 
CONSULTANTS AND INTERMEDIARIES 


"We Are What We Do”’ 








DIRECTORY OF RESPONSIBLE 








INDEPENDENT ADJUSTERS 8 





ILLINOIS NEVADA 








R. L. GRESHAM & CO. 


Multiple Line Adjusters 
312 North 5th St. 

: Las Vegas, Nev. 

Servicing Beatty and Ploche, Nevada—St. George and 


Cedar City, Utah—Kingman, Arizona—Needles and 
Baker, California and Intermediate Points. 


Since 1920 
E. 8. GARD & CO. 


Chicagoland Casualty Claims 
175 W. Jackson Bivd. WAbash 2-8880-1 




















OHIO 
O. R. BALL, INC. 


Fire—Inland Marine 
Allied Lines 


1544 Hanna Building 
Cleveland 15, Ohio 


J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 


Adjusters All Lines 


Phone HArrison 7-3230 
175 W. Jackson Blvd., Chicago 4 











Phone SUperior 1-7850 





Night Phones: MOntrose 3-7664 
FLorida 1-5095 





ASSOCIATED CLAIM SERVICE, INC. 


John S. Tasch, President 


ADJUSTERS 


For the Companies and Self- 
Insurers only 


209 W. Jackson Blvd. Phone WE 9-6233 








D. J. SCOTT & SON 


302 Home Savings & Loan Bldg. 
Youngstown 3, Ohio 


Phones: Riverside 74384 and Riverside 74366 
Night: STerling 26434 and SKyline 83978 








FIRE & ALLIED LINES 
. 33 Years Experience 24 Hour Service 


JOHN H. HUNT & CO. 


330 So. Wells St. Chicago 6, Ill, 
Investigators and Adjusters 
ALL CASUALTY LINES 
Servicing Chicago and vicinity, Waukegan, 
lll., Gary, Hammond and Northwestern Ind. 
: Gary Branch: 
1228 W. 5th St. 
Tel. TUrner 2-9338 
4 Hour Service 
Phone HArrison 7-0153 Night: TErrace 4-7840 








THOMAS D. GEMERCHAK 


Insurance Adjustments 


All Lines 





416 Citizens Bldg., Cleveland 14, Ohio 





Phones Off. Su. 1-2666 - Res. Fa. 1-9442 





R. L. LYNCH AND COMPANY 

4 Home Office 
Springfield, Illinois 
Illinois Branch Offices 

Alton - Belleville - Decatur 
Jacksonville - Peoria 





R. S. LANDEN ADJUSTMENT CO. 


83 So. High Street - Suite 410 
Phones: Capital 8-2447 
Night: Hudson 8-6578 - Franklin 28376 
Columbus 15, Ohio 














ALL LINES 





LIVINGSTONE 
ADJUSTMENT SERVICE 


619 E. Capitol Ave., Springfield, Illinois 
Branch Offices: Decatur - Mattoon 
Mt. Vernon - Belleville - Quincy 
Covering Central and Southern Illinois 
All Lines of Fire & Casualty 








OKLAHOMA 


C. R. WACKENHUTH AND SON 











C. R. WACKENHUTH R. C. WACKENHUTH 
ADJUSTERS FOR THE COMPANIES 


INDIANA 





ALL LINES 


507 Orpheum Building, Tulsa, Oklahoma 
Phones LU 2-5460 GI 7-3850 


UTAH-IDAHO 


JOHN H. HUNT & CO. 


330 So. Wells St. Chicago 6, Ill. 
Investigators and Adjusters 
ALL CASUALTY LINES 
Servicing Chicago and vicinity, Waukegan, 
Ill., Gary, Hammond and Northwestern Ind. 











Waukegan Branch: Gary Branch: 
4 S. Genesee St. 1228 W. 5th St. 
Tel. DElta 6-8822 Tel. TUrner 2-9338 





4 Hour Service 
Phone HArrison 7-0153 Night—TErrace 4-7840 





MICHIGAN 


WETZEL CO.UU att 








A. H. DINNING COMPANY 


ROBERT G. THOMAS, President 


INSURANCE ADJUSTERS 
Free Press Building 
Telephone Woodward 2-0480 
Detroit 26, Michigan 





JHSURAMEE ADJUSTERS 


428 So. Main - Salt Lake City, Utah 
Tandy & Wood Bidg. - Idaho Falls, Idaho 
Sonnenkalb Bidg. - Pocatello, idaho 











WISCONSIN 
MINNESOTA 











ROY H. SCHALLER & CO., INC. 


Investigators & Adjusters 
Milwaukee Office 
Bankers Bidg., 208 E. Wisconsin Ave. 
Telephone Broadway 1-4048 
Chicago Office 
Exchange Bidg., 175 W. Jackson Bivd. 
Telephone WAbash 2-3541-2 


the OLOFSON CO. 


claim adjusters 
Serving Minnesota since 1940 
Plymouth Bldg.—Minneapolis 
24 hour phone - Capitol 4-0066 
Branches 
112 East Sixth St.—St. Paul 
1st Natl. Bank Bldg.—Rochester 
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Phoenix, Eng., Advances Kitchen, Leonard 


Phoenix of London group has appointed Robert H. Kitchen assistant mana- 
ger of the western department to succeed W. Kyle Leonard, who has been ad- 
vanced to associate manager of the southeastern branch office at Atlanta. Mr. 
Kitchen will assist J. J. Campion, vice-president, in the over-all operations of 


the western department at Chicago. 


Mr. Kitchen formerly was state agent of the group in New York state during 
which time he had extensive field and administrative experience. 

Mr. Leonard will be associated with Marion E. Bleakley, southeastern man- 
ager. Mr. Leonard was for a number of years manager of the group’s opera- 
tions in Michigan, and, more recently, assistant manager of the western de- 
partment at Chicago. Mr. Bleakley and Mr. Leonard will direct the group’s 
expanded facilities for production, underwriting, claims engineering and audit- 


ing services in Georgia and Alabama. 








Near $1 Million 
Loss in Havana 
Airport Blaze 


Insured loss in a fire that burned 
to the ground a customs warehouse at 
Rancho Boyeros international airport 
in Havana, Cuba, late last month was 
estimated at almost $1 million, princi- 
pally contents. 

Loss adjustment figures are not 
complete. However, shipments in the 
building at the time of the fire had 
been carried by Pan American, Cu- 
bana and National airlines. The huge 
warehouse, operated by T.C.P.A., a 
Cuban firm, was totally destroyed 


WRITE OUR REINSURANCE DEPT. 


for quotations 
on your Fire and Allied Lines Business 


REINSURING OTHERS SINCE 1922 


FARMERSMUTUAL 





~ Hat INSURANCE COMPANy> 


eet, 


2323 Grand Avenue 


% iP: Oh)? . 





along with most of the stored cargo. 
Adjusters said that some of the cargo 
was uninsured and that exact figures 
on insured cargo were currently un- 
available. 





Standard Accident Offers 
Football Schedules 


Standard Accident and Planet have 
again published their annual compila- 
tion of football schedules of leading 
colleges and universities throughout 
America. 

The schedule is indexed and in- 
cludes groupings by conferences as 


well as the schedules of professional 
team. There is also a page of referee 
signals. 





“a 


Orlowa 








—_— 


Account Selling Solves Agency Problems 


(CONTINUED FROM PAGE 39) 





been buying it before, and Agent B can 
provide it cheaper than Agent A. Their 
cost consciousness becomes a barrier 
to real analysis because no single agent 
is taken into their confidence. 

To accomplish the objectives of in- 
creasing income and decreasing ex- 
pense, account selling is recommended 
for the medium and larger accounts, 
not only for its greater profitability to 
the agent but more importantly, for its 
better client service. 

7 . 7 

For approximately 40 years the in- 
surance business has been undergoing 
evolutionary change that makes ac- 
count selling even more imperative and 
easier to accomplish, Mr. Criddle de- 
clared. Only a few years ago as a Cas- 
ualty underwriter he recalled that he 
was processing for one insured a man- 
ufacturers’ and contractors’ liability 
policy, an elevator liability policy, an 
owners’ protective liability policy, a 
products liability policy and still an- 
other special liability policy to pick up 
claims for anything the specific policies 
might not cover. At that time it was 
quite common for the different types 
of liability policies to be written by 
different agents in different companies. 
Those were also the days when cover- 
age disputes occurred between Com- 
pany A which insured premises liabil- 
ity and Company B which insured ele- 
vator liability when someone slipped 
and fell when entering the elevator 
from the second floor. In 1936 the 
comprehensive liability policy com- 
bined all liability exposures into a 
single contract and set in motion the 
trend toward one agent and one policy 
for all liability insurance. More re- 
cently, the manufacturers’ output pol- 
icy has consolidated marine and loca- 
tion coverages for physical damage 
insurance of the manufacturer. The 
mercantile block is now accomplishing 
the same result for merchants. Seven 
previously individually written crime 
coverages are available through the 
single 3-D policy. 

In the personal field the compre- 
hensive personal liability policy re- 
placed several separate policies and is 
now on its way out by further combi- 
nation into the homeowners contracts. 
For the normal personal account in 
most states it is now possible to obtain 
all needed insurance in three policies 
—the homeowners, combination auto- 
mobile, and personal A&S, Obviously, 
this reduces the units handled and, be- 
cause most clients did not previously 
buy all of the coverages included, it 
usually increases premium—and the 
possible divisions in the account among 
agents become fewer. 

. . ° 

Every time a combination or package 
policy is introduced, it is one step clos- 
er to compulsory account selling be- 
cause one agent must be selected to 
handle what several may have han- 
dled before, he said. 

These are just some of the changes 
of the adolescent period of multiple 
line underwriting. It is a probability 
that maturity will bring a single policy 
for business risks that will insure all 
property, U&O and other consequen- 
tial loss exposures and another policy 
that will insure all liability exposures. 
It is even conceivable that a single 
policy may eventually be devised to 
co the whole job. Thus the trend of 
the business has been forcing agents 
toward account selling and will prob- 
ably do so at an accelerated pace in 
the near future, 

For even a longer period, a broader 


i, 
concept of the agent’s or brokers 
function has been approaching matyr. 
ity, he noted. This broader concept 
finds its chief expression in the jp. 
surance survey. Originally conceiyeq 
as a better sales method, it has been 
converted by the conscientious ang 
skilled producer into an _ objective 
analysis of risks, coupled with ree. 
ommended means of treating such 
risks, of which commercial insurance 
is only one. Admittedly such an ap. 
proach substitutes the professianal ob- 
jective of rendering the highest form 
of insurance service for the mercantile 
objective of selling the most policies, 
However, producers who use this 
method enjoy substantial financial suc. 
cess. 

The professional concept of the in- 
surance business has been substantial- 
ly advanced by the CPCU program 
which was activated in 1943, Mr. 
Criddle, who is a CPCU, pointed out. 

The acquisition of an entire account 
is a natural result of the insurance 
survey. A planned program is estab- 
lished which is exactly tailored to the 
needs of the particular account. There 
is a careful integration of the several 
policies, a coordination of related coy- 
erages, a convenient arrangement of 
expiration dates and premium pay- 
ments, and a loss control program. To 
put it into effect and keep it up-to-date 
practically demands the personal serv- 
ices of the author of the plan. 


It has been definitely established 
that the insurance survey is most like- 
ly to result in the acquisition of the en- 
tire account; that the surveyed account 
has a higher average commission and 
is less susceptible to loss to competi- 
tion. 

Because of the time and study in- 
volved in the survey method, there is 
more initial sales expense. However, 
achievement of the objectives should 
more than offset this disadvantage, Mr. 
Criddle believes. The sale once made 
is normally on a much sounder and 
more permanent basis, thus reducing 
the problems of renewal. An individual 
policy renewal is often highly compet- 
itive and has to be resold at each re- 
newal. There should be a reduction in 
office expense on the surveyed account 
along with the higher average commis- 
sion and better client relationships. 

There are two major methods by 
which the objective of account selling 
may be set in motion. The first is full 
utilization of the comprehensive and 
package policies already available. The 
second is the professional insurance 
survey. The place to start with both 
methods is with present clients to fill 
in the account with the lines not pres- 
ently handled. The second step is to 
seek to acquire new accounts through 
the survey method. 

Each agent should carefully weigh 
the merits of continuing to operate on 
a unit basis as opposed to the account 
selling idea. Some may believe they 
are doing all right now or that account 
selling just won’t work in their agency 
or that it’s just too much trouble. Mr. 
Criddle emphasized, however, how ma- 
terially the number of policies which 
can be divided already has been re- 
duced and how actively the business 
is working toward further consolida- 
tion. While today the agent has some 
area of free choice—tomorrow he may 
have none. 





The insurance committee of US. 
Chamber of Commerce will meet in 
Washington, D. C., Oct. 17-18. 
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| Your Client 
Will Be Well Protected, Too 


policies 
, you can stop the inroads of direct writ 
ers. 


= . 
= General Fire And Casualty Company 


’ 


3 
09 W. Jackson Blvd., Chicago 6, Ill 
Telephone: WAbash 2-3600 ae 
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REINSURANCE 


TREATY 
FACULTATIVE 


SURPLUS LINES 


ALL FORMS 


EXCESS COVERS 


LESLIE H. COOK perez 


INC. Small Individual Losses 


CHICAGO 4, ILL. as Well as the Large Ones 


175 W. JACKSON BLVD. 
WA h 2-8783 
i FIRE AND ALLIED CLASSES 
33 Lewis St. Hartford 3, Conn. 
iS Carvalho, President 
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How you can set your family up 


for house-keeping! 


New York Life's low-cost MORTGACE 
PROTECTION PLAN gives heirs cash 
to pay the balance due on your home. 


A home is usually the most important pur- 
chase of a man’s life. It’s the possession he 
chooses with the greatest care. the one he 
wants most to protect for his family’s present 
and future welfare. 

That’s why so many men today are taking 
out New York Life’s insurance plans designed 
especially for mortgage cancellation. If he should 
die unexpectedly, such a plan assures a man that 
his family will immediately receive enough cash 
to pay off the mortgage remaining on his home. 
Yet the cost per month of this vital protection 
is very small. 

Say, for example, you're age 30 and have 8 
20-year mortgage for $10,000. You can buy a 











$10,000 Mortgage Protection policy at a pre 
mium cost of little more than $5 a month. And 
dividends after the second year could be used 
to reduce premium payments. If you died the 
first year, your family would receive the full 
$10,000. If you died later and mortgage pay- 
ments had been kept up to date, they would 
receive at least enough cash to pay off the un- 
paid balance. During the last 5 years the amount 
would remain constant at $3,500. And after 20 
years, the policy would terminate without value. 
This is decreasing term insurance. 


An alternate plan combines decreasing term 
insurance with permanent life insurance. While 
premiums are somewhat higher, this plan builds 
cash values which can be used for your own re- 
tirement. Or you can continue life insurance 
protection after you've paid off your mortgage. 


Ask your New York Life agent about this low 
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cost protection that can keep your home in the 
family—and your family in their home. Or mail 
the coupon today! 


The New York Life Agent in Your Community is © Good Mon to Know 





NEW YORK LIFE 


INSURANCE COMPANY 














51 Madison Avenve 

New York 10, N.Y. 

Qn Conede: 320 Bey Sweet, Toronto, Ontario) 

Please furnish me, without obligation, your free booklet, 
There's Money in Home Mointenance.” 

amt ——— 

ADDRESS. 

cry. ZONE. ——— 








“Eager to Serve” 








NEW YORK LIFE 
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